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Are you making it 
easy for them to buy? 















Right in your community there are hundreds of barn owners who 
are real live prospects for a set of storm-proof door hangers. 
Scores of them come into your store daily. Are you making it 
easy for them to buy—are you displaying Big 4 where they can 
see and examine it? 


This demonstrating model placed in a prominent position on your 
counter will be the means of many sales. 


It does more than attract and remind— it interests the customer, 
draws him up close to the counter and gives him a practical dem- 
onstration. 


Include one with your order. You'll find it stimulates sales. 








National Mfg. Co. 


STERLING, ILL. 
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How Clothes Help the Hardware Man /¢ 


You Don’t Have to Be the 
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+ Ay, Local Beau Brummel to Win 
Customers But They Cer- 


tainly Expect You to Look as 











S I walked through the smok- 

A ing car on the P. D. S. local, I 
« saw in the distant end of the 
car a hat I thought I recognized. It 
was one of those new-shaped soft 
hats in a—well, not too quiet shade 
of brown. I had seen it back in 
Jardenville in a hardware store on 
the head of a traveling salesman I 
know, 

As I came to where the salesman 
sat, he looked up and recognized me 
and moved over to make room in the 
seat, motioning me to sit down, at 
the same time offering me a cigar. 

I took his cigar and asked him, as 
I inspected his hat: “Do you have 
to wear that kind of a hat, Burdick? 
Is there something the matter with 
your head?” 

“Say,” he said, “you fellows up in 
this neck of the woods are always 
just about a year behind on the 
styles. When a fellow comes along 
who dresses halfway up to date, you 
think he’s some kind of a freak. I 
don’t believe you ever give a thought 
to the fashions.” 

“Well, we do think more about 
what a man has in his head than 
what he has on it,” I replied. “You 
can’t judge of a man’s brains by his 
hats.” 

“You may be partly right, but 
youre partly wrong. Don’t you 
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know that what a man wears tells 


you something about what he is? 


And I’ll go farther and say that 
what a man wears has a lot to do 
with what he is and what he gets 
to be. Now, you make fun of my 
hat, but all the same you know that 
because I’ve got an up-to-date hat, 
I take some thought about how: I 
look when I go out on the road. You 
know that I’m no cheap piker or I 
couldn’t afford to get a new hat at 
each turn of the season. And if you 
really think it over, and you might, 
at that, because you’re a pretty wise 
kind of a guy, you know that a well- 
dressed salesman with an up-to-date 
look isn’t going to be out traveling 
for a house that is manufacturing 
junk. Isn’t it so?” 


What Clothes Indicate 


I couldn’t deny that he spoke the 
truth, though that did not interfere 
with my dislike for the new style. 
Burdick went on: 

“Now, you take the average hard- 
ware dealer; take Jackson, back 
there in the store where you saw me 
in Jardenville. Jackson is a darned 
good fellow, isn’t he? You like him 
and so do I. He has a good many 
friends and he’s a popular enough 
chap, but I know he isn’t making 
good as he should. I know it be- 
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Good as the Goods That You 
Are Offering Them 


By FRANK FARRINGTON 


cause I see him wearing a suit that 
not only needs pressing and is 
wrinkled and baggy, but that is 
a back number. It’s way out of 
style. When you get interested talk- 
ing to him, you probably forget 
about his clothes, but when you first 
go in you wonder why he doesn’t 
blow himself to a new suit. Nat- 
urally the first thing we think of as 
the reason a man doesn’t get the 
clothes he needs is that he hasn’t got 
the price, and that means that he 
isn’t getting the business. He is 
making a failure of it. If he was 
really a successful business’ man he 
would look the part. 

“You and I are good friends of 
Jackson and if we were in Jarden- 
ville and wanted anything in the 
hardware line we would go to his 
store for it because he is our friend, 
but even at that we would not think 
of his outfit as high class, because 
his clothes give that idea the lie. 

“As personal friends we are preju- 
diced in his favor, but what are you 
going to say about the people who 
don’t know him very well or who 
never saw him until they go into the 
store and he comes to wait on them? 
When people find the proprietor of 
the store a threadbare, baggy-trous- 
ered chap, you know their opinion of 
that store will go down. If they 
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find him well dressed, with his 
clothes looking clean ‘and _ well 
pressed, they think the business is 
‘alive. Everybody knows a man 
doesn’t dress like a scarecrow from 
choice. Everybody knows, too, that 
a man who dresses badly is not a 
high-class business man. You’re go- 
ing to be judged by your clothes. 
It’s all very well to say that a man 
has to dress for his work, but fel- 
lows who say that generally forget it 
ought to work both ways, and if 
they dress dirty for the dirty work 
of handling rough stock, they ought 
to dress clean for the clean work of 
selling goods.” 


The Old Saws Are Erroneous 


“I’ve always heard it said that 
clothes don’t make the man,” J ven- 
tured. 





“Don’t you put too much stock in 
that. Of course it’s true in a way. 
We all know some fellows who wear 
flossy clothes and aren’t anything 
but nincompoops, but those fellows 
aren’t ninnies because of their 
clothes. It’s in spite of the clothes, 
and there’s no sense in blaming the 
clothes. Clothes don’t care who wear 
’em. But what I wanted to bring 
out was that clothes do help to make 
the man. Take Jackson, for exam- 
ple. Suppose he got a new outfit and 
dressed up as if he’d been left a mil- 
lion dollars. Then suppose he’d 
spruce up on his advertising and his 
store arrangement, wouldn’t it make 
a difference in the way people would 
feel about him? Wouldn’t they 
think his business was looking up 
and getting better? And don’t folks 
like to trade at a store that’s popu- 
lar? Trade follows the crowd. So, 
you see, clothes may have a good 
deal to do with a man’s success. 

“But that doesn’t just answer 
what I wanted to answer about that 
idea of yours that clothes don’t make 
the man. If a man wears rough- 
looking clothes in his store, he 
doesn’t feel very proud of himself, 
does he? If he is untidily dressed 
when he comes out to meet a well- 
dressed woman customer, he feels 
sort of ashamed of himself. He 
keeps back of the counter to hide his 
baggy trousers when perhaps he 
ought to be out in front of the 
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pearance to be ashamed of, he feels 
that he’s just as good as anybody, 
and he holds his head up and comes 
a good deal nearer to meeting peo- 
ple on their own ground. He speaks 
with a good deal more authority. He 
is more convincing because of the 
way he talks. He talks more con- 
vincingly because he feels the assur- 
ance that goes with good appear- 
ance. 

“When a man begins to go with 
shabby clothes, he might as well pull 
in his sign, because he is on his way 
down. You make fun of my hat if 
you want to, but I want to tell you 


= that I can’t afford to wear a last 


year’s hat. And if more hardware 
dealers would remember that the 
public notices how they look on the 
street and in their stores, they would 
find it would pay them to get new 


= lids, even if they weren’t as becom- 
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counter the better to show some- 
thing he is trying to sell. He lacks 
confidence because he knows darned 
well that he doesn’t look like a chap 
who amounts to much. His poor 
clothes take away his confidence and 
that takes away his ability to make 
the kind of sale he ought to make. 


Good Clothes Give Confidence 


“On the other hand, if poor 
clothes take away confidence, good 
clothes give it. If this hardware 
man comes out well enough dressed 
so there isn’t a thing about his ap- 








ing as the old, last year’s bird’s nest 
they’ve been wearing.” 

After that we fell to talking of 
other things, but I’ve thought a good 
many times of what Burdick said, 
and I’ve watched business men a lit- 
tle and it seems to me that he is 
pretty nearly right. 


“A Generation of Hardware Service” 


“On December 12, 1882, thirty-eight 
years ago, M. D. Ballard arrived in 
Seattle, looking for a location for a 
hardware store. It was not until he 
had made a careful survey of the 
entire coast that he selected Seattle as 
the one location promising the largest 
degree of success for such an under- 
taking.” 

The success that crowned his efforts 
is indicated by the following figures: 


Number of Annual Population 
Employees Pay Roll of Seattle 
1883 4 3,500 5,000 
1920 300 655,000 315,000 
Increase 7400% 18614% 6200% 


The Seattle Hardware Co., Seattle, 
Wash., founded by M. D. Ballard, has 
recently completed a generation of 
hardware service and commemorated 
the occasion by the publication of a 
distinctive and novel booklet, arranged 
and printed in the catalog department 
of the Seattle Hardware Co. The 
booklet is profusely illustrated with 
photographs of the officers, department 
heads, salesmen and outside represen- 
tatives of the firm and also contains 


7 
several interior views of the offices, 
salesrooms and warehouse. A_ good 
idea of the quality of the text of the 
booklet may be gathered from the 
quotation and statistics given above. 


Tips Co. Banquet 

The employees of the Walter Tips 
Co., Austin, Tex., held their annual 
banquet as guests of the firm. The 
feature of the dinner, which was held 
at the Driskill Hotel, was the large 
supply of venison donated by Messrs. 
Frank Posey and Launce Knight. 

The banquet hall was decorated with 
autumn and Christmas colors. There 
were favors for the lady members and 
several drawing contests open for all. 
Sixty-eight were present and all did 
justice to the dinner and the evening’s 
festivities. 

A. C. Goeth, president, and “Uncle” 
Bob Sheldon, the oldest employee of the 
company, were the principal speakers 
of the evening. Heads of departments 


gave addresses, as did several of the © 


road salesmen. 
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The “Heel” of the Hardware Store 


Watching to See That the Vulnerable Spot of the 
Store Gets Sufficient Attention to Pay for Itself— 
Displaying Steel Goods So That They Readily Sell 


had just one vulnerable spot. 
It was his heel. 

The story, as I try to remember 
back to school days—quite some years 
back that is, too—is that soon after 
his birth Achilles mother dedicated 
him to the glory and conquest of war. 
Her ambition for her boy was that 
he should be a warrior bold. 

But, mother-like, she wanted her 
son to conquer and not be conquered, 


A CHILLES, the famed Greek god, 


not come nigh thee’—the song of 
David seemed best to describe the ex- 
perience of Achilles. Battles left 
him unscathed. 

But a crafty opponent learned that 
Achilles had one weak spot—his heel, 
the one place not made invulnerable 
by the waters of the River of Life. 
So shafts were aimed at that unpro- 
tceted spot and one soon found its 
mark, and, groaning, the mighty war- 
rior fell and was no more. 


those 


rangement are foreign to 
stands or racks. 

A few shovels and forks hang on 
the wall. So few that the depart- 
ment at once gives the impression 
“we haven’t got what you want.” 
Some bins for glass are found in the 
midst of this, and then on the other 
side are more steel goods—a divided 
department and a dilapidated depart- 
ment. 

Naturally one found little enthusi- 

















This is how the Albany Iron & Hardware Co., Albany, N. 


slay and not be slain. So she sought 
a means of making him invincible, 
clothing him with some mystic 
armor that no shaft nor spear could 
penetrate. Mere steel and iron would 
not do. He must have a god-given 
invincibility. So she took him to the 
River of Life knowing that if he was 
covered by its waters death could 
never successfully attack him. 

So she dipped him in that stream, 
holding him by the heel as she 
plunged him into the water. But his 
heel as she tightly grasped it was not 
touched by the water. 

The boy grew through youth into 
manhood and began a glorious ca- 
reer as a warrior bold. “Thousands 
Shall fall on thy right hand and ten 
thousands on thy left, but it shall 





I’m thinking of a hardware store 
that is like Achilles. It’s ‘a wonder- 
ful store, splendid windows always 
invitingly trimmed, shining fixtures, 
big stocks well arranged, a store that 
is imposing and attractive to a su- 
perlative degree. 


The Heel of the Store 


But the heel—if we may so call the 
rear of the store—is different—yes, 
very different. It is the vulnerable 
spot, as weak as the rest of the store 
is strong. It is the steel goods de- 
partment. Rakes and hoes and 
shovels stand about in promiscuous 
fashion. Some cheap pine stands, 
unpainted and very crude, are used 
to separate the various items, and the 
stock is all askew. Order and ar- 
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Y., keep 


shovels, scoops and forks 


asm on the part of the management. 
“You do a good business on this 
stuff?” he was asked. 

“Oh, yes; pretty good,” he said. 
“But it doesn’t amount to a lot. It’s 
a hard stock to keep in shape. You 
can’t do much with it, and there’s no 
use trying to push it; people just buy 
what they need, that’s all.” 

But here’s another side of the pic- 
ture. The Albany Iron & Hardware 
Co., Albany, N. Y., does not let the 
weeds grow in its steel goods depart- 
ment. The accompanying picture 
shows a display that gets attention 
and gets action. It seems to say: 
“Yes, we have what you want in 
pruning shears, furnace scoops, gar- 
den cultivators, rakes, hoes, spades, 
etc. The big variety will permit you 
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to find just the thing you need.” The 
stock is not only large but it is neatly 
arranged. It is concentrated in one 
location, and although at the rear of 
the store—where such departments 
belong—it is well lighted and cheer- 
ful. 

What’s the answer to the question, 
“Do you do a good business on this 
stuff?” when it is asked of the alert 
Albany people. Well, you know the 
answer. It couldn’t be anything else 
than optimistic. The store gives 
steel goods a chance,-and when they 
have a chance they make good. 


The Chance for Steel Goods 
Why anyone should think that 


there are no sales possibilities in = 
The = 
man who comes in for a garden hand = 


steel goods is beyond my guess. 


cultivator has trees in the garden or 
about the lawn—it’s a ten-to-one bet 
that he has. 
a pruning shear. 
hoe he may own a rake that looks 


like an eight-year-old boy—several 3 


front teeth missing—and it won’t 
take more than a suggestion to make 
him want a new one, and wanting 
is close enough to buying that the 
salesman usually changes the desire 
into decision to buy. 

Sure there are sales chances 
steel goods. 

And the banner time of the year 
for this line is just around the cor- 
ner. Wholesalers and manufacturers 
state prices are right on these 
things, and it’s safe.to buy them now, 
as immediate declines are unlikely, 
and at the most will be small. With 


But he may not have = 
If he has a usable ; 


in * 


HARDWARE AGE 





A SUBSCRIBER FOR 
FIFTY YEARS 


The Willows, R. R. No. 1, 
Everett, Pa., Jan. 4, ’21. 


HARDWARE AGE, 
New York City, 
ies a 


Gentlemen: 


I have been a subscriber to, 
first, the Iron Age, then the 
HARDWARE AGE, for a period of 
45 to 50 years. Mr. Lester is 
dead—passed away a_ good 
many years ago. I have been 
out of business a few years 
but my interest in discount and 
prices is still acute and I 
read the HARDWARE AGE fully 
every week and enjoy it. I 
am an old man now but was a 
wholesale and retail seller for 
many a long year. Will you = 
kindly continue the sending = 
2 of the magazine. The con- 
= tents are as confidential now 
= as if I was actually engaged 
as formerly. 

Respectfully, 
(Signed) W.S. CLARK. 
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a good stock reasonably well dis- 
played—no frills nor fuss nor par- 
ticular expense for fixtures—but just 
a neat, orderly arrangement, the 
“heel” of many hardware stores can 
be changed from a point of weakness 
to a means of “a good kick” for big- 
ger business. 


Pacific-Northwest Association Meeting 


NUSUAL interest attaches to the 

annual meeting of the Pacific- 
Northwest Hardware & Implement 
Dealers’ Association to be held in Seat- 
tle, Wash., on Jan. 18-21. The meet- 
ings will be held in the assembly room 
of the Elks’ Club, and on the evening 
of the first day there will be a banquet, 
at which there will be some notable 
speakers, and also musical and other 
forms of entertainment. 

It is realised that the hardware 
trade, like all other lines of business, 
is going through a readjustment per- 
iod, and probably never before in the 
history of the hardware business, has 
there been as much need for cool heads 
and wise counsel as there is at present, 
in order that the full readjustment 
may be gone through without disaster. 
F. A. Ernst of the Ernst Hardware 
Co., Seattle, is president of the asso- 
ciation, and that he realises the coming 
meeting is most important, is shown by 
the fact that he has sent out about 
1500 personal letters to hardware deal- 
ers all over the Northwest, strongly 


urging that they be ‘present at the 
meetings, and also come prepared to 
take part in the important discussions 
that will take place. Formerly all the 
meetings of this association have been 
held in Spokane, Wash., but this year 
it was decided to have the meeting held 
in Seattle in the belief that a larger 
attendance would be secured. E. E. 
Lucas of Spokane is secretary of the 
association, and he is busy getting 
ready for this meeting, and reports 
that already the attendance promises 
to break all former’ records. 

Secretary SheetS of the National Re- 
tail Hardware Association will attend, 
and will give some practical talks to 
the delegates. 

Two subjects that will take up a 
good part of the proceedings are “Costs 
of Doing Business” and also “Turn- 
over of Stocks,” and there will be a 
“round table discussion on both of 
these important subjects. It is real- 


ised that there are many hardware 
dealers who do not know how to figure 
costs correctly, and are doing business 





January 20, 1921 


in a haphazard way, and too often are 
selling goods either too low to allow a 
fair profit, or else are asking prices 
that are higher than costs justify, 
Leading dealers will take part in the 
discussions on this subject, and it is 
believed that the members will get a 
good many valuable hints and prac. 
tical ideas as to how they can correctly 
figure their costs of doing business. 


Full Discussion on Turnovers 


It is also realised that hardware 
dealers are prone to carry larger stocks 
than are necessary, and that the year’s 
turnover of goods is often less than 
it should be. With many merchants, 
there are only two or three turnovers 
of stocks in the entire year, while with 
others, stocks are turned over five or 
six times per year. There will be full 
discussions on this very important sub- 
ject, that will no doubt be very valu- 
able to those that are there to hear 
them. 

Dr. Hindley, Educational Director 
of the Washington State Retail Asso- 
ciation, will be one of the speakers, and 
his long association with his line of 
work has given him. most valuable 
ideas on successful merchandising, and 
which he will give to the members in 
his address. Another speaker will be 
Dean Stephen I. Miller of the Univer- 
sity of Washington, who will talk on 
successful methods of doing business. 
There will also be discussions between 
the retail dealers and the jobbers in 
which will be brought out actual con- 
ditions now existing in hardware, and 
suggestions as to how some of the pres- 
ent abuses in the trade can be cor- 
rected. President Ernst believes that 
this will be the best meeting of the 
Northwest Assgciation in every way 
that has ever been held, and also much 
the largest in attendance. It is ex- 
pected fully 1000 or more hardware 
and implement dealers will be present. 


Quimby Resigns 

Amos B. Quimby, president of the 
Westchester County Hardware Dealers’ 
Association, has resigned his position 
with H. L. Twine, Yonkers, N. Y., and 
will hereafter be identified with the 
Ekonome Paint Store, New Rochelle, 
N. Y. 

Mr. Quimby has been engaged in 
the hardware business at Yonkers for 
a number of years and is well known 
throughout Westchester County through 
his activities in association work. He 
was unanimously elected president of 
the Westchester County Hardware 
Dealers’ Association last March, and it 
is expected that he will continue in 
office until the expiration of his term. 
Mr. Quimby resides at 122 Buckingham 
Road, Yonkers. 





A. P. Chase, Chase, Parker & Co, 
Boston, heavy hardware, is back at his 
desk. Mr. Chase was operated on for 
appendicitis late in October. 
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What Giving Service Means to Business 














Your One Big Asset and How It Works if Given 


But Half a Chance—The Lesson Learned From the 


Wreck of an Automobile—Selling Furnace Service 


automobile, Mr. Churchill,” 

said a salesman to George 
B. Churchill, Churchill Hardware 
Co., Galesburg, II. 

“Nope,” said the hardware man. 

“Well, that’s funny,” countered the 
salesman. “Heard it direct.” 

“lm not interest in buying any 
automobile,” the hardware man re- 
iterated, smiling to himself. “But 
I might buy service. What have you 
got along that line?” 

The salesman’s talk on mileage, 
low upkeep, special carburetor, etc., 
all went into the discard. It was up 
to him to sell the institution he was 
with and not some car it handled. 
So he told about the machine shop 
maintained, the number of men in 
the repair room and their expert- 
ness. He dwelt on the stock of parts 
and repairs carried. Finally, Mr. 
Churchill bought a car—that is, 
bought some service. 

_The body shone as brightly as “a 
nigger’s heel,” brass and nickel were 
as slick as new builders’ hardware, 
top was as dustless as a bridegroom’s 
coat, newness was written all over 
the car when something happened. 
Something very drastic, in fact, hap- 
pened, 

Driving across the Pennsylvania 
tracks one night, Mr. Churchill 


SH, auton you wanted to buy an 


bumped right into a freight train, 
that is, the freight train bumped 
right into the spanking new Church- 
ill car. After the impact, Mr. 
Churchill pulled himself, unscratched 
and unharmed, out of the wreckage. 
It was no half-hearted wreckage, 
either. The train had done a thor- 
ough job, no half-hearted work about 
that collision. Top was chewed up, 
body was kindling wood, hood and 
fenders were junk, wheels were 
dished. The engine was unharmed, 
and the transmission practically un- 
impaired, but the rest of the car was 
a worthless heap. 

Twenty-four hours later, Mr. 
Churchill was seated in the smoking 
room of his club. Frends rushed up 
to him and congratulated him on his 
miraculous escape from a trip to the 
Great Beyond. Mr. Churchill pro- 
fessed absolute ignorance of what 
the men were talking about. Finally 
one said, “Well, you don’t seem to 
know what luck is. If my machine 
was smashed to bits and I escaped 
without even a headache I think I 
should consider congratulations in 
order.” 

Where Service Wins 

“Who says my car was wrecked?” 
asked Churchill, immensely enjoying 
the situation. 

“To-night’s paper says so,” was 
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the rejoinder. “It tells all about it. 
It describes just how the wreck 
looked and what parts of the car 
were ruined.” 

“My car is all right,” replied Mr. 
C. “Drove over in it to-night.” 

“Why try to kid us, George?” came 

back a friend. “The paper might 
have exaggerated it, but we know 
you got smashed up, and smashed up 
bad.” , 
“That so?” said Churchill. ‘“Sup- 
pose we let the car speak for itself. 
It is out here at the curb.” And they 
went out and looked at it. Sure 
enough, it was the Chuchill car. The 
license plate number was the same 
as that shown on the pocket license 
Churchill carries, and the engine 
number was the same. He had 
proven his case. Even the editor 
of the paper offered to make a re- 
traction. 

Then the jovial hardware man 
emitted a long and loud laugh, and 
told his friends the newspaper was 
right in every detail. His car had 
been wrecked—‘“wrecked right,” as 
the expression goes. “But how about 
having a good as new car and so 
soon?” he was asked. It was ex- 
plained that he had bought his car 
from a service viewpoint and the 
company behind it had made good. 


(Continued on page 88) 









Hardware Business Is Reported As Steady 


Reports From Different Parts of the Country Would Indicate 
That the Hardware Business Is Not Suffering From the “Buyers’ 
Strike” as Keenly as Other Industries—Fernley’s Predictions 


ONDITIONS prevailing in the 

hardware field in Philadelphia 
warrant nothing other than an opti- 
mistic feeling as relates to 1921 
business. Readjustment problems 
affect this field, as they are affecting 
other fields, but no conditions exist 
such as prevail in the dry goods and 
cotton products field. There will be 
price changes, and wage changes, but 
both are to be expected. 

Summarized, these statements em- 
phasize the beliefs of T. James Fern- 
ley, secretary of the Philadelphia 
Hardware Manufacturers’ Asso- 
ciation. As an official of an organi- 
zation of more than fifty big manu- 
facturers, and always in close touch 
with the entire hardware field, his 
comments are of an authoritative 
type. 

He emphasized that Philadelphia’s 
position as a leader in the manufac- 
ture of finished hardware is unques- 
tioned. No other city in the United 
States produces as much “finished 
product” as does this city, through 
concerns of nation-wide reputation 
and business affiliations. He called 
attention to one firm in particular, 
in whose plant a finished article is 
made “every time the clock ticks,” 
and in another whose product ex- 


ceeds ‘more than one million finished 
articles every month.” He _ con- 
trasted Philadelphia with Pitts- 


burgh, with Cleveland, and with New 
Britain, Conn., as large producing 
centers of hardware. 

But, outstanding at all times in 
his interview, were these present- 
ment of conditions in the hardware 
field: 


Hardware Market Was Not Glutted 


“Price cuts as they relate to the 
consumer will not be so marked in 
the hardware market as in other 
fields, at least not for some months. 
Why? Simply because the hardware 
market is not glutted with finished 
product, busy as have been the 
manufacturers, as is the dry goods 
and certain other markets. 

“Result, the demand for certain 
lines of hardware is such that even 
now big distributing houses are not 
in position to fill all available orders. 
To explain just what I mean—I know 
that if a carload of nails were de- 
livered to-day to that firm—pointing 


across the street from his oflice—the 
nails would never reach the cellars 
or storerooms of that company. 
They would be marked for imme- 
diate delivery, right on the pave- 
ment, to waiting customers. 

“When based on comparative in- 
creases, as applied to the raw ma- 
terial and the finished hardware 
product, the increase has been all in 
favor of the raw material end. 
Prices of the finished product have 
not increased in similar jumps, by 
any means. See the result here— 
the dealers, not having increased to 
the extent the raw material ends 
have increased, they are not in posi- 
tion to decrease in radical percent- 
ages. This will have its bearing on 
maintaining steadiness of prices; 
and the demand for finished hard- 
ware will certainly not decrease in 
near-future months. 

“Philadelphia plants, generally 
speaking, are busy. This city leads 
in production of finished products in 
the hardware line, and there seems 
no indication of a radically-serious 
depression, for I’ve outlined the 
present condition of the market al- 
ready. 

“Wages to come down? They’ll 
have to come down, just as the cost 
of living is coming down, and as re- 
adjustment conditions continue to be 
figured out, the workingman, more 
than ever, must admit this prospect 
of lowered amounts in his pay en- 
velope. I’m looking forward to a 
general acceptance of this condition 
by the workingman, an acceptance in 


Seattle Looks for Big Spring Business | 


rYNAKEN as a whole, the hard- 
i ware trade among jobbers 

and retailers in Seattle, 
Wash., in 1920, was satisfactory 
both in volume of business, and in 
profits. One leading Seattle jobber 
states that the chief trouble for 
nearly the entire year was to get 
goods, but this’ situation was 
largely corrected in the last three 
or four months of the year, or very 
soon after the readjustment in 


business was under full headway. 
The decline in the shipbuilding in- 
dustry in Seattle has been respon- 
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the spirit in which it should be; for 
I know that many of them feel that 
lowered living costs are what they 
want. They, or many of them, have 


told me that even with the fattened te 
pay envelope they have had nothing 7 


more than they had in normal times, 





because they have simply had to | ‘ 


spend all their earnings to live. So, 


I do not look for any trouble from Pak? 


that end. 
Hardware and the Railroads 


“Then, again, as affecting the 
hardware situation as in other fields, 
the clarifying of the railroad situ- 
ation is a big factor. Dealers can 
get goods now, where months ago 
they could not get deliveries. The 
effect of this is evident without fur- 
ther comment. 

“From all angles, the outlook is 


one calling for an optimistic feeling. © 


But, let me emphasize—the hardware 
market in general is not a glutted 
market such as the dry goods and 
the cotton markets, the demand for 


high-grade finished product gives no | 


indication of lessening, and all these 
conditions have a direct bearing on 
price changes as related to the con- 
sumer. Of course, the manufacturer 
will reduce, in certain lines. Some 
firms have already done so, and 
others are contemplating new price 
lists, and still others say they are 
in no position to make price changes 
at this time. 


But, as the wage ques- | 
tion is regulated and other conditions ~~ 
of an economic or transportation | 





type are disposed of, the price situ- © 


ation will take care of itself.” 


sible for a very large falling off in 
general business, and hardware has 
suffered in this respect with all 
other lines. During the war there 
were five or six large shipyards in 
Seattle operating night and day, 
and this resulted in an enormous 
increase in all lines of trade, but 
with the signing of the armistice, 
the yards quickly closed down, and 
possibly may never be operated 
again. A leading retail hardware 


dealer states that his volume 0! | 


business in 1920 was more than 
$100,000 larger than in any year in 
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his history, but he regards the out- 
look for at least the first half of 
1921 as uncertain. 

The trade of Seattle hardware 
dealers in holiday goods was very 
heavy, in fact was larger than ex- 
pected in view of the general slump 
in business that had come when the 
holiday season arrived. In elec- 
trical goods, and in other articles 
suitable for household use, trade 
was very good, this being construed 
by the dealers to mean that people 
are buying more intelligently at the 
holiday than they did some years 
ago. The boycott in business about 
which so much has been said and 
written, is affecting hardware, 
though perhaps not to the extent 
that it is hurting other lines. The 
lumber trade, and this is the chief 
industry in the State of Washing- 
ton, is at a very low ebb. This also 
applies to the fish trade, this also 








e 
, being the second important busi- 
1} ~—ness in this State. With this con- 
n dition prevailing in the two impor- 
o tant industries, the hardware job- 
e bers and retailers are somewhat 
re apprehensive as to what the new 

' year holds out for them in the way 
s © of business. However, there is no 
. |= lack of optimism, and the mer- 


chants believe that before 1921 is 
very old, there will have been a 
clearing up of the general business 
situation, and that they will be fa- 
vored with a good volume of 
trade. 

Prices on all lines of hardware 
were well maintained until the last 
quarter of the year, but at that 


The Situation in 


HUSKE HARDWARE HOUuSE. 
Fayetteville, N. C., Nov. 18, ’20. 
Editor HARDWARE AGE: 


We have read with interest the 
article in your issue of Nov. 11, on 
page 102, under the caption, “Bet- 
ter Labor Conditions.” The read- 
justment is inevitable, and labor 
should accept its part of the neces- 
sary decline cheerfully. 

The South has paid its full quota 
for the return to normal or pre-war 
conditions in the cut of 50 per cent 
in the prices of cotton, tobacco and 
lumber, and the part of the country 
we do business in has pretty cheer- 
fully accepted the election of Mr. 
Harding, notwithstanding North 
Carolina gave Mr. Cox a large ma- 
jority vote. 

If the other parts of the country 
would accept anything like the 
Same reductions in the prices of 
their products, especially the manu- 
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time, in sympathy with the general 
trend of business and prices on all 
lines, there were heavy reductions 
in jobbers’ and retailers’ prices, 
but which did not stimulate new 
buying to any great extent. The 
close co-operation that exists be- 
tween the jobbers and retailers in 
Seattle proved its value in the clos- 
ing months of the year, and there 
was no confusion in the trade, but 
on the contrary, the move to lower 
prices went on in a very orderly 
way, and losses on goods were thus 
largely minimized. For some 
months, jobbers have been advising 
their trade to confine purchases to 
actual needs, and this has resulted 
in stocks of retailers being lower 
at present than for a long time, a 
very desirable condition to be in, 
in view of the tremendous readjust- 
ment in all lines of trade, and that 
are steadily making toward lower 
values. 


the Solid South 


facturers, it would not take long to 
get to a reasonable basis on which 
to do business. 

We say the readjustment must 
come for the reason that there is 
not sufficient money available to 
conduct the business of the country 
based on the high prices of goods 
and the great expense of doing 
business, hence prices must come 
down so that there will be a reason- 
able parity between merchandise 
and money, or we must follow the 
method of Lenine and Trotsky and 
increase the quantity of money by 
the free use of printing presses. 

It seems, from the information 
we gather, the money in this 
country has increased about 50 per 
cent over the pre-war period—the 
greater part of the increase has 
doubtless been acquired by the 
profiteers. 

Assuming, however, that the ave- 
rage merchant has made his pro- 
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portion of the increased money, still 
he hasn’t control of sufficient to 
conduct his business with the same 
quantity and quality of articles as 
before the war. 

The Variance of Values 


For instance, a merchant who 
had a hundred thousand dollars 
invested in a stock of hardware be- 
fore the war would have to have 
not less than two hundred and 
twenty-five thousand dollars to keep 
the same quantity and variety of 
stock at this time. If he has made 
his part of the increase of money 
he will still be short by $75,000 
necessary to pay for the same stock 
as before. The banks are unable 
or unwilling to loan him _ the 
amount of the difference and there- 
fore the decline in prices of goods 
and labor. must go on until the 
parity is in proportion to the money 
available to do business with, and 
we believe that. the quicker this 
parity comes the better off this 
country will be. 

Now a customer comes into our 
store with $85 in his pocket, the 
proceeds of 500 lb. bale cotton; 17 
lb. at present market, as against 
two hundred dollars, its value a 
few months ago. It does not take 
much of a mathematician to see his 
buying ability is rather seriously 
curtailed. 

If we charge him four times as 
much for a dozen pairs of butts as 
we did when prices were normal 
or three times as much for a bag of 
cement, he does not feel he is get- 
ting a square deal and we feel like 
we are not giving it to him. 

Therefore all say prices must 
come down, and the quicker the 
better. We do not believe “Big 
Business” can prevent the process. 
The story that “Atlas” held the 
world upon his shoulders we now 
know was a myth. : 

It must come quickly or mer- 
chants will lose all their gains in 
keeping up their organization hop- 
ing for a return of business which 
is kept back by high prices. 

Philanthropists and millionaires 
are the only ones that can under- 
take to build a house at the present 
prices of building materials (ex- 
cepting lumber). 

Our witty Governor Vance was 
asked how to cure a dog of sucking 
eggs. His reply was, “Cut his tail 
off right back of his ears.” We see 
no use of prolonging the agony by 
cutting off the tip of the “tail” of 
prices when the cutting should be 
right back of the ears. 

B. R. HUSKE, 

President Huske Hardware House. 





Get Ready for the Painting Season Now 


With a Promised Building Boom in the Spring Every 
Hardware Man Should Begin to Formulate Ideas on 
How to Move the Paint Stock From His Department 


T is interesting to note that while 
many lines of merchandise have 
been apparently over-expanded 

and are suffering some slight re- 
tardation, the paint and varnish out- 
look not only for the coming spring, 
but for several years ahead, looks ex- 
ceedingly bright. We base this on 
facts and figures which indicate 
clearly that there is a market for 
anywhere from four to ten times the 
present actual consumption. The na- 
tional estimates bear this out, and 
it has been specifically proven in a 
recent investigation made in Sa- 
betha, Kan., a town of 2000. 

The actual paint and varnish busi- 
ness done there last year was $15,- 
000, and there is a conservative mar- 
ket possibility of $60,000 on the 5000 
frame buildings in and around Sa- 
betha. This estimate is made on the 
basis of $15 per year per building, 
figuring on painting once in five 
years. And a building boom is ahead 
of us which means paint and var- 
nish. 

This is only one specific case out 
of many that have been worked out, 
proving clearly the fact that we still 
have a great unpainted country and 
there is tremendous volume to be 
had by the merchants who will go 
after the paint and varnish business 
aggressively, realizing that a good 
paint and varnish line means as 
much profit as, or greater profit 
than, any other line carried in the 
average hardware or general store. 
And there is a greater possibility 
for frequent re-sale than in some 
lines where the sales possibility stops 
when the sale is once made. 


No Further Decline 


There is little possibility of fur- 
ther decline in price beyond the 40c. 
per gallon reduction already an- 
nounced, This will undoubtedly 
carry through the coming spring, 
and should mean a greater consump- 
tion of paint material. As costs 
justify further reduction undoubt- 
edly additional declines will be made 
gradually. There is no reason why 
the merchant representing a high- 
grade line should suffer in this 
process. 

It is highly important that the 


By C. M. LEMPERLY 


merchant have sufficient stock on 
hand to do business. L. C. Warner, 
president of the Warner Hardware 
Co., Minneapolis, one of the promi- 
nent hardware merchants of the 
country, told a group of men re- 
cently that the merchant would lose 
far more, in his opinion, in lost 
profits by not having sufficient stock 
on hand than he could possibly gain 
by holding down his purchases and 
saving a few cents per gallon at the 
expense of business and customers. 
People like to trade with merchants 
who have adequate stocks on hand, 
and one of the surest ways to build 
up a good merchandising business is 
to take care of customers’ require- 
ments with a well-assorted full stock 
line. 

Any price adjustments now or in 
the future cannot possibly justify a 
dealer to risk the loss of sales in an 
effort to buy at lower prices, because 
the country is way behind in its 
painting program. The demand from 
the consumer is steady and consis- 
tent. Somebody is going to sell paint 
and varnish. Why should it not be 
the live, aggressive paint merchant 
who is farsighted enough to carry a 
good stock? 

Of course, it would be folly to ad- 
vise carrying an ample stock if a 
merchant simply thinks of bringing 
a shipment into his store, and put- 
ting it on his shelves. The merchant 
must look further than that. He 
must consider moving it off his 
shelves, and the merchants who are 
getting the real paint and varnish 
business to-day are the ones who 
are going out after the paint busi- 
ness. 


Property Owner Demonstrations 


Some of the most _ successful 
methods in use by merchants are the 
store demonstrations and the. prop- 
erty owner demonstrations. It is not 
enough to have a good store and 
good stock with well-trimmed win- 
dows. You must have good, live, 
well-informed salesmen who know 
how to sell paint and varnish when 
they have a quality line, even at 
high prices. It is important to 


have salesmen who can sell goods 
at high prices by proving that 
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the covering capacity and the value 
of the package are worth the pric: 
asked, and this can’t be done by 
blurting out the price per gallon and 

running the risk of losing a sale. 
It is important that the merchant 
go out and call on the farmer with 7 
his little demonstrating outfit, point- ~~ 
ing out the merits of his goods com- 
pared to mail order goods. This can 
be done at very little expense, and 
often leads to many complete house 3 
iy 





job sales which run into hundreds of ~~ 
dollars, and net the merchant a nice 
profit. 

J. F. Miller of Miller & Reeves, 
hardware merchants, Wilkinson, Ind., 
offers a splendid example of what 
can be done to stimulate the paint 
business. His town has a population 
of 324 people and his paint business 
jumped from $300 a year to close to 
$5,000 a year. 

Mr. Miller went out with a paint 
representative calling on all kinds of 
prospects. He put on a demonstra- 
tion at his store. He did a little 
advertising and a week before the 
demonstration he decorated his win- 
dows. Customers began coming into © 
the store, and by the demonstration ~ 
date he had a nice crowd. The fac- 
tory representative was there. They 
took their coats off and demonstrated 
the difference between high grade 
and cheaper paints. They made tests 
of paints and varnishes which ap- 7 © 
pealed to the crowd. These demon- | 
strations sold the community, as well | 7 
as the merchant, on the complete line. i f 
But they did not stop there, and a ~~ 
week later the representative went | 
back and with Mr. Miller started out 
in a Ford. 


The Enthusiastic Merchant a 


In calling on the prospects Mr. © 
Miller used his little black test ~~ 
boards and demonstrated his paint 
against others. He began to be en- ~ 
thusiastic himself with the result 
that he started to sell complete house 
and barn jobs which brought him 
such a nice profit and repeat business 
that he is now an extremely enthu- 
siastic paint seller. Instead of think- 
ing of the goods on his shelves, he 
thinks of getting them off his 
shelves. ae 
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First have your arrangement neat and orderly and customers will like the department 


There are hundreds of other cases 
that might be told, but summing it 
up and after visiting all sections of 
the country, as I have done this fall, 
there is no question in my mind but 
that the paint and varnish possi- 
bilities—with all the progress made 
to date—have not even been 
scratched, and there is a tremendous 
opportunity for a merchant to handle 
a good line of paint and varnish 
products, properly advertised and 
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Push the brushes every time you 


sell a can of paint. 


backed by the right kind of a house, 
plus the installation of a live, up-to- 
date paint department in charge of a 
real paint man. After all, the latter 
is absolutely necessary for a com- 
plete success, and the profits are 
well worth it. Try it out. 


More Paint Ideas 


From time to time there will 
appear in HARDWARE AGE stories 
regarding various methods of im- 


proving your paint department. 
Merchants should be determined 
to make the most of this year’s busi- 
ness and to use every effort to out- 
sell their competitors in this one line. 
Competition is always stiff and only 
by better methods can the hardware 
man make the most of his depart- 
ment. Babcock, Hinds and Under- 
wood, Binghamton, N. Y., outsell 
nearly all of the paint stores in the 
town and so can you. 


They are sisters and should not be separated if you can help it 





62 


HARDWARE AGE 


Brooklyn Meeting 


LEW S. Soule, editor of HARDWARE 
AGE, delivered one.of his “Man Be- 
hind the Counter Talks” to members 
and guests of the Brooklyn Hardware 
Dealers’ Association, Jan. 13. Mr. Soule 
spoke before one of the largest audi- 
ences of hardware dealers and salesmen 
ever gathered together in Brooklyn, and 
was tendered a unanimous rising vote 
of thanks at the conclusion of his‘ talk. 
“Salesmanship has to a large extent 
degenerated during the past six years,” 
Mr. Soule said, “and during that time 
the public has learned how to buy. 
Salesmen have been in the peculiar 
position, because of the shortage of 
goods, where it was necessary for them 
to make apologies. The actual value of 
a salesman,” Mr. Soule continued, “is 
shown by his ability to sell a customer 
more than the customer had intended 
to buy.” 

“The first and last impressions that 
salesmen make on the minds of their 
customers are the most vital and last- 
ing of all impressions,” Mr. Soule de- 
clared. “If when selling a range, for 
instance,” he said, “a much more force- 
ful impression is created by emphasiz- 
ing the important and_ interesting 
points about the range at the beginning 
of the sales talk, as it immediately 
arouses the interest, confidence and 
curiosity of the customer in both the 
salesman and the article.” 

Mr. Soule warned salesmen against 
making too extravagant claims in their 
sales talks and characterized exag- 
gerated claims as boomerangs that re- 
act to the embarrassment and discredit 
of the salesman. He said that there 
never has been any sense or reason why 
a hardware salesman should ever have 
to make apologies about the goods he 
sells, especially in view of the fact that 
he is in a legitimate and necessary 
business that long ago proved itself to 
be an economic necessity in the field of 
modern distribution. The editor of 
HARDWARE AGE also spoke about the 
importance of salesmen cultivating a 
friendly attitude toward all customers 
and keeping always neat and clean in 
appearance. 

Many an important and profitable 
sale has been lost, Mr. Soule declared, 
because salesmen have failed to take 
proper advantage of the psychological 
moment before wrapping up an article 
to show the customer something new 
that would invariably be apt to inter- 
est him. The time to sell a customer 
something more than he came into the 
store to buy is after he has made his 
first purchase and is waiting to have it 
wrapped. Placing an article in a cus- 
tomer’s hand so that he has a chance 
to feel a momentary sense of possession 
is invaluable, Mr. Soule declared. 

The folly of a salesman asking a cus- 
tomer that has entered the store if 
there is anything he wants, Mr. Soule 
condemned as rank nonsense, and de- 
clared that the fact that the customer 
entered the store ought to be evidence 
enough that the customer wants some- 


thing. Mr. Soule stated that he had 
learned from personal experience the 
value of telling a customer after he has 
been waited on that you enjoyed wait- 
ing on him and would appreciate being 
of service to him again at any time he 
may require anything in hardware. 

In making change Mr. Soule advised 
dealers to give clean bills and new coins 
as far as possible. People, he said, like 
to handle clean money, especially 
women. He also advised against giving 
two dollar bills to customers, as many 
men are superstitious about the bad 
luck supposed to be attached to the 
two dollar bill. He also spoke about in- 
creasing sales and introducing new 
goods by appealing to the curiosity of 
customers. He cited an illustration of 
how a new wrench was introduced in a 
Western town by the hardware dealer 
taking the wrench, placing it on the 
counter ready for wrapping with a 
duplicate bill head, showing that the 
tool had been sold with the selling price 
left in such a position that customers 
that entered the store could see it. It 
aroused a good deal of curiosity, Mr. 
Soule said, and effected a number of 
sales that would not have been made 
if the wrench had only been displayed 
in the usual way. The fact that the 
wrench had apparently been sold in- 
fluenced a number of customers to dis- 
cuss and buy the new model. 

Among some of the things Mr. Soule 
enumerated as worth remembering by 
salesmen were the following: 

1.—Bring out the important things 
first or last in your sales talk. 

2.—Don’t just talk—say something 
specific. 

3.—Answer objections in advance. 

4.—Talk with the buyer and not at 
him. 

5.—Put yourself in your customer’s 
place. 

6.—Let every word and action convey 
a desire to serve. 

7.—Remember that a customer is not 
a stranger to be done, but a friend to 
be done for. 

Preceding 





Mr. Soule’s. address a 


HN 


ON FEBRUARY 3RD 


We are going to issue 
the Annual Spring Buying 
Number on February 3rd. 
Articles of extreme value 
in every department of the 
hardware store will ap- 
pear and all of them writ- 
ten by practical merchan- 
disers. It will be lavishly 
illustrated throughout. 
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short business meeting was held with 
President H. R. L. Rohlfs presiding, 
The meeting was then turned over to 
R. J. Atkinson, member of the entertain- 
ment committee, who acted as chair- 
man in the absence of H. A. Cornell, 
who was unable to be present. A 
magician, who was said to have been in 
the hardware business at one time, en- 
tertained for a short while and gave 
an unusual entertainment. The secre- 
tary of the association, Robert Pear- 
sall, gave out to each member present 
rubber stamps of the association’s em- 
blem which is to be used on all sta- 
tionery of the association members. 
Refreshments were served at the end of 
the meeting. 


Milligan Elected 


Sidney J. Milligan was unanimously 
elected president of the North Jersey 
Hardware & Supply Association for the 
ensuing year, at its regular monthly 
meeting held at the Downtown Club, 
Newark, N. J., Jan. 11. Mr. Milligan 
is a well-known hardware dealer in New 
Jersey, and is president and treasurer 
of the firm of Crane & Milligan, 54 
Mechanic Street, Newark. 

The first regular meeting of the year 
of the North Jersey association was 
preceded by a dinner that was well at- 
tended by members of the association. 
Following the dinner the meeting was 
called to order by President J. P. Lan- 
drine. Matthias Ludlow presented a 
resolution for the appointment of a 
committee to correct and revise the 
by-laws of the association and to in- 
clude therein provisions for an advisory 
board to be comprised of the ex-presi- 
dents of the association. The resolution 
was unanimously carried and the ap- 
pointments are expected to be made be- 
fore the next meeting. 

General discussion was held on mat- 
ters relating to the Federal income tax, 
systems of inventory, the general busi- 
ness situation and ways of increasing 
the value of the association meetings 
for members. In the opinion of the 
majority of the members present the 
general business situation is gradually 
improving and most of them agreed 
upon the advisability of the retailer 
making reductions in accordance with 
reductions made by manufacturers as 
far as possible. 

The next meeting of the association 
will be held at Paterson, N. J., the third 
Tuesday in February, so that it will 
not conflict with the date of the Penn- 
sylvania and Atlantic Seaboard Hard- 
ware Association Convention to be held 
at Philadelphia, Feb. 8 to 11. 

The following officers were elected for 
the ensuing year: 

Sidney J. Milligan, president; W. J. 
Cregar, H. L. Imler, J. S. Whipple, 
vice-presidents, and W. F. Littell, Jr., 
re-elected secretary and treasurer. The 
executive committee is composed of the 
following: R. G. Stone, Matthias Lud- 
low, A. R. Barton, V. A. Whitla, S. T. 
Hunt, Jr., W. Albert Banister, W. F. 
Rockwell and L. B. Shillman. 





























ting crowds of people to come 

there and after they have ar- 
rived to be enthusiastic is of such 
great proportions that big city stores 
have spent many millions of dollars. 
Extra advertising, souvenirs given 
away and other forms of induce- 
ments have been made to get the 
good-will of the people who are or 
ought to be your customers. 

One of these trade getting ideas 
that has always been good and al- 
ways will be good is the contest. 
This form appeals mostly to the 
younger people but in some places 
the interest has extended to the older 
people, the real money spenders. 


T HE value to your store of get- 


However down in Humboldt, Tenn., 
the Tennessee Hardware Co. of that 
town struck upon a contest that 
brought both young and old to the 
store. The contest was held just be- 
fore Christmas and was noticed in 
HARDWARE AGE last week in connec- 
tion with a story on toys. The idea 
was that every child in the town un- 
der the age of 15 years could register 
and on Christmas Eve there would 
be a drawing, the holder of the lucky 
number, if a boy to get an air rifle 
and the other prize for the girl to be 
a doll. 

Enthusiasm waxed high and from 
December 6th until the closing date 
of the contest there was a steady 
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kinds is a material asset to the 
retail dealer, and an important factor 
in helping him to reduce his costs of 
doing business,” declared J. M. Wil- 
liams, secretary and sales manager of 
Fayette R. Plumb, Inc., in an address 
delivered before the Philadelphia Hard- 
ware Association at the Grand Frater- 
nity Building, Philadelphia, Jan. 12. 
After being introduced by Edward A. 
McKenna, Mr. Williams said that it is 
regrettable that national advertising is 
so largely misunderstood. He said there 
are only two methods of selling. One is 
by “push,” he declared, and the other is 
by “pull.” The “push” method he said 
is the hardest and is based on personal 
solicitation: The right kind of ‘adver- 


tising, he said; is simply the personal 
message carried out in copy. | : 

_ The basis of all successful adver- 
tising, he stated, is its integrity, Un- 





less a firm backs up its advertising 
statements and maintains all the qual- 
ities it advertises, he declared, it could 
not continue as a conipetitive factor in 
the open market. 

A salesman’s talk to a buyer always 
loses somewhat when retold to the man 
behind the counter, and the value of 
advertising is being demonstrated daily 
to be of more and more importance to 
the retail dealer because of the instruc- 
tive nature of modern advertising copy 
which carries the manufacturer’s sell- 
ing points directly to the eye of the 
man behind the counter as well as to 
the public, Mr. Williams said. It breaks 
down the resistance of the buying pub- 
lic by constant repetition and also 
gives the salesman confidence in what 
he is selling. 

The retail dealer, he declared, is the 
most important factor in distribution, 
as no distribution of manufactured prod- 
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stream of mothers and fathers bring- 
ing in their children to register in 
the contest. Every one in town knew 
all about it and as a consequence 
many thousands of dollars worth of 
goods were sold at the expense of one 
air rifle and one doll. 

Furthermore it established the 
Tennessee Hardware Co. as the toy 
headquarters in Humboldt and their 
entire stock was practically cleaned 
out. In addition to the toys the par- 
ents of the children were excellent 
purchasers of household goods and 
other Christmas gifts. The accom- 
panying picture tells the story of the 
crowd that surrounded the store the 
day before Christmas. 


ucts would be possible without the 
dealer. The speaker claimed that na- 
tional advertising reduces the dealer’s 
selling costs, because once a produce be- 
comes well enough known to the public 
the dealer does not have to waste time 
in making a sale and convincing a cus- 
tomer that the article offered is one of 
tested worth. 

Hardware, Mr. Williams declared, is 
sold more by the “push” method than 
anything else sold in America. The 
modern grocer refuses to handle any 
goods that are not nationally advertised, 
as he claims he can’t afford to waste 
time convincing individual customers. 
The time is coming, Mr. Williams de- 
clared, when he believes hardware deal- 
ers will only handle well-known and 
nationally advertised lines. The mod- 
ern dealer, he said, is beginning to 
realize that he loses both time and 
money trying to use the “push” selling 
method for every individual customer: 
Furthermore, Mr. Williams: declared, 

(Continued on page 88) 
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YF PNHIS week completes the show 
card Roman alphabet hereto- 
fore published in instalments 

or groups of four to six letters. 

This standard modern alphabet 
is without a doubt the most prac- 
tical type for all beginners on ac- 
count of its plain and legible char- 
acter being free from all fancy 
purs, nibs, scrolls, etc. Each let- 
ter is composed of a thick and thin 
part, the thickness of which is not 
jlaid down by any mathematical rule 
like the Gothic or Full block alpha- 
bets. 

The theatrical or motion picture 
style of title plate lettering should 
never be attempted by the beginner 
until he has a general idea of the 
most important orthodox types of 
letters. All extremes in lettering 
should be avoided; the best pulling 
show cards are those which are let- 
tered in the plainest style. If the 
show card borders on the “ginger 
bread” type or is too ornate it will 
surely detract from the merchan- 
dise, the sale of which it was orig- 
inally intended to exploit. The 
show card unmistakably localizes a 
window, and may be the means of 
giving it absolute personality and 
distinctiveness. Some progressive 
merchants adopt an individual style 
of lithography for their show cards 
and carry out this idea for a period 
of six months or more, and then 
change to another style. 


What the Big Stores Do 


It may be of interest to some to 
know the importance of show cards 
and price tickets from a merchan- 
dising standpoint in the large 





t 


ICRM 


department and specialty stores. 
The writer of this department at 
one time worked for one of New 
York’s largest stores where seven 
show card writers and one appren- 
tice boy were employed. No mer- 
chandise is ever displayed without 
some sort of descriptive card or 
price ticket attached. The expense 
of maintaining this sign depart- 
ment including salaries, the cost of 


paper and cardboard and other sup- - 


plies amounting to nearly $20,000 
per year. This being figured at 
pre-war costs. 

The simplicity of this single 
stroke show card Roman alphabet 
may be explained in the six orig- 
inal strokes which are single key- 
strokes used in the execution of the 
twenty-six letters. These six 
strokes, with the exception of the 
center curve strokes in the letter 
“S,”’ are to be found in the five let- 
ters of the vowels. If the beginner 
will study the chart shown on plate 
No. 12, he will observe just how 
these five single strokes are used. 
The slanting strokes used in letter 
“A” are also to be found in the con- 
struction of letters.V, W, X, Y and 
Z. The horizontal strokes used in 
letter “E”’ are used in forming let- 
ters F, L, B, P, R and D. The per- 
pendicular stroke which forms the 
letter “I” is the key stroke to J, K, 
and T and is the first stroke used 
in making all upright letters. The 
circular letters S, Q, C and G, may 
all be made inside the letter “O.” 
The two upright strokes used in 
executing the letter “U” are the 
principal strokes used in the outer 
formation of letters H, M and N. 
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As the letters A, E, I, O, U, S, are 





used more than any others it is ad- ie 


visable for the beginner to concen- 
trate his efforts on these letters 
while practicing. 


The History of the Letter 


Historically, the Roman capital 
letters were brought to a state of 
perfection about two thousand 
years ago, and have not been im- 
proved upon since. 


The lower-case © 





or small letters were not introduced a 


until some centuries later and were ~~ 


brought to their present standard 
formation by the Italians about the 
Fifteenth century. And one of the 
reasons it is the easiest to read is, 
on account of its open spacing, it 
being the popular type for news- 
papers, magazines and books. 

In copying these Roman letters, 
the beginner will observe that they 
are composed of _ thick-and-thin 
lines or strokes. The thick strokes 
should be of equal width and like- 
wise the thin strokes. All strokes 
which start downward and to the 
left are thin, and those to the right 
should be heavy. 

Those who do not know the dif- 
ference between the Roman and the 
Gothic letters very often make the 
mistake of mixing the two in writ- 
ing one word (like that shown at 
bottom of plate) without actually 
knowing the difference. Each indi- 
vidual part or stroke composing a 
Gothic letter is of equal width all 





Here is your key to the alphabet 


Pa tae. 
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Particularly good shading 


way round, while the Roman, as 
previously stated is composed of 
thick and thin strokes. 


Making Strips 


Very often the hardware mer- 
chandiser requires a neat white 
paper sign, a transparent strip to 
be pasted on the outside of the shop 
window introducing some special 
feature. The proper way to make 
these strips is to procure a roll of 
transparent rice or imitation thin 
parchment paper, this comes in 
rolls 36, 42 and 60 in. wide, and 
may be purchased at any painters’ 
supply store. Cut it into the sizes 
wanted and lay out the lettering in 
white chalk. Do not attempt to do 
the lettering in water colors, as the 
glue or binder mixed with all water 
colors will wrinkle the paper so it 
will be unfit for use. Use coach or 
any colors ground in japan. Coach 
colors will not wrinkle the paper 
and will dry ready for use in one 
half hour. Paper signs done in this 
manner may be exposed to the 
weather without injury. 


John Mack Dead 


John Mack, for many years presi- 
dent and treasurer of the Mack Axe 
Works, Beaver Falls, Pa., died at his 
home, New Brighton, Pa., Jan. 8, of 
pneumonia. He was born at James- 
town, N. Y., 55 years ago. He learned 
the business in Jamestown and came to 
Beaver Falls in 1900 as superintendent 
of the American Tool & Axe Co. When 
that company abandoned its plant at 
Beaver Falls to locate at Glassport, 
Pa., in 1909, Mr. Mack purchased the 
Plant and organized the Mack Axe 
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Works. Two years ago he sold the 
plant of Remington Arms Co., but was 
retained as consulting manager. 


Expand in Seattle 


The Marshall Wells Co., the well 
known jobbers, with main offices 
and warehouses in Duluth, Minn., 
and which has had branch office 
in the L. C. Smith building, Se- 
attle, for some years, has bought 
the building formerly occupied by 
the Clyde Equipment Co., at 542 
First Avenue South, Seattle, and will 
use it as a warehouse for carrying in 
stock heavy hardware to supply its 
local trade. The company recently 
bought about 7% acres of ground 
on the Duwamish waterway in Se- 
attle, on which it proposes to build 
in the near future large ware- 
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ce” in stock 











Good spacing helps a card 


houses for carrying stocks of hard- 
ware. The company has moved its 
Seattle offices from the Smith 
building to the new location at 542 
First Avenue. 


* Do Big 1920 Business 


The Ernst Hardware Co., whose 
large retail hardware store is lo- 
cated at Sixth Avenue and Pike 
Street, Seattle, and of which the 
genial F. A. Ernst is president, re- 
ports that its business in 1920 was 
much larger in volume than in the 
previous year, and that the outlook 
for 1921 is good. This concern has 
one of the most attractive hardware 
stores in Seattle, and early in 1920 
was able to secure a large amount 
of additional floor space, permit- 
ting carrying larger stocks of 
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goods, and displaying them to bet- 
ter advantage. The concern had a 
particularly heavy demand for holi- 
day goods, and on some lines its 
stocks were practically sold out. 


Weingarten Sales Manager for 
Mellgren & Co. 


Edward Weingarten has been ap- 
pointed general sales manager of Eric 
Mellgren & Co., Ltd., 205 West Four- 
teenth Street; New York. Mr. Wein- 
garten has been with the Mellgren 
Company for the past year as eastern 
sales manager and was previously with 
the Winchester Repeating Arms Co., 
New Haven, Conn. Mr. Weingarten 
was at one time on the editorial staff 
of HARDWARE AGE and has travelled 
extensively in practically every state 
in the country. The firm of Eric Mell- 
gren & Co., Ltd., is the national dis- 
tributor in the United States for a 
number of well-known Swedish cutlery 
and hardware products. 


Kaufman Hardware Co., Anderson, 
Ind., issued a most attractive Christ- 
mas issue of their store paper, The 
Kaufman Shield. This number certainly 
reflects the great amount of care ex- 
ercised and it is so attractive and inter- 
esting that one cannot help but read it. 





A very attractive two-color store 
paper comes from the William H. Fox 
Co., Cincinnati, Ohio. The Fox com- 
pany are using our suggested ads in 
each issue. 





The International Harvester Co., 606 
South Michigan Avenue, Chicago, IIL, 
plans the expansion of its Akron, Ohio, 
works to take care of increased motor 
truck output. 
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The letters on this card stand out 
prominently 
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The Business Quiz---No. 10 


Question No. 1—What is known as “The Five Ages of Choice’ 
of the various types of retail buyers? 

Question No. 2—What is known as a limited partnership? E 

Question No. 3—What is known as “buying stocks on margin?” 





, 





Question No. 4—What is the “structure” of a good sales letter? 

Question No. 5—A real estate firm sold two dwellings for $3,600 
each, on one they made a profit of 20 per cent and on the other 
they lost a like percentage. What was the net gain or loss on the 
transaction? 

Question No. 6—What are the five major qualifications of a 
successful executive? 


Answer to Business Quiz No. 10 


Answer No. 1—The five ages of choice are, from 7 to 14 years 
of age, when buying is done to suit the child and parents; from 
18 to 21, when the buying is done by the individual; from 21 to 
30, buying is done with a view of pleasing the opposite sex; from © 
30 to 45, with a view of economy; over 45, the customer is either 
very poor or very rich. 

Answer No. 2—A limited partnership is one in which the lia- 
bility of a specified member is restricted to a certain sum or 
amount. 

Answer No. 3—When buying stock on a margin the speculator 
deposits a sum equal to 10 per cent of the par value of stock he 
wishes to trade in. When the shares are sold at a gain the cus- 
tomer is given the difference in cash, or is “wiped out” as the case 
may be. 

Answer No. 4—The “structure” of a good sales letter consists 
in the main of (a) Attention compelling opening paragraph; (b) 
Good, catchy description; (c) Proof of your statements; (d) 
Words of persuasion; (e) Inducement of gain; (f) The climax, or 
clinching statement; (g) The self signed signature. 

Answer No. 5—The deduction of 20 per cent from the sales 
price as figured as loss is not balanced by 20 per cent figured as 
gain, thus the net loss will be $300 as a little figuring will 
demonstrate. : 

Answer No. 6—According to a group of the country’s noted 
business men a successful executive must possess: (1) Judgment; 
(2) Initiative; (3) Ability to organize; (4) Co-operativeness; 
(5) Control of emotions. 
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hts on Selling 


By A. K. Trout 


which runs the factory. A one-horse- 
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New Thou 


HAT is Salesmanship? 





Salesmanship is the channel or 
medium through which the merchant 
who desires to buy is brought in con- 
tact with the manufacturer who has 
merchandise to sell. 

In other words, the salesman is the 
point of personal contact between the 
buyer and seller. 

The relations between the buyer and 
the manufacturer depend entirely upon 
the ability and efficiency of the sales- 
man. 

The successful salesman is a student 
and is essential to buyer and manufac- 
turer—he must study the need of his 
trade and also must be able to render 
intelligent information to his employer. 

The salesman is the dynamic force 


power man fits in only in a one-horse- 
power plant, but the hustling “liye 
wire” man with common reasoning pow- 
ers, backbone and a consistent fighting 
spirit, is a generator and creator of 
unlimited force and’ power. 

Like the big power house at Niagara 
Falls, he is the turbine generator that 
drives the wheels of countless factories 
and railways; therefore, he must be 
kept fit, and both terminal ends of this 
“live wire” must be kept free and clean 
from mental corrosion, so that the full 
force of his creative power will be de- 
livered in full voltage at both ends of 
the line. 

The man who sells a thousand cus- 
tomers has just exactly a thousand dif- 
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ferent temperaments to deal with, and 
likewise a thousand different conditions 
to meet. No two buyers are alike in 
any respect. Therefore, each customer 
and prospect must be studied as an in. 
dividual, analyzed and catalogued in 
the salesman’s mental reference file ac. 
cordingly. 

The same condition confronts the 
salesman that the physician has to deal 
with—each customer is a patient and 


each customer must be treated as an in- © 
dividual. A successful physician studies © 
and prescribes for each individual case ~~ 


—he never resorts to a patent cure 
guaranteed to fit all cases. Nor can 


a man be a success in any sales force © 
who operates on a “Ready to Wear” (7 
He must have common sense |~ 
and intuition to know what to do—and © 
Give me a truthful 7 


basis.” 


when to do it. 
young man, with common horse sense, 
with a backbone instead of a wishbone, 
a pleasing personality, initiative and 
full of ambition, and I guarantee that 
under the guidance of the proper kind 
of sales manager he will develop into 
the man that heads the honor roll, or 
he will be so close to it that the fellow 
who does head it will know he has had 
some competition. 


For Those Interested 

The photograph of a window display 
showing lathes and machine tools pub- 
lished on page 99 of the Jan. 6 issue 
of HARDWARE AGE was a display in one 
of the windows of the retail hardware 
firm of W. P. Walter’s Sons, 1233 Mar- 
ket Street, Philadelphia. 


Tarnished Lighting Fixtures 

Go into almost any house you 
choose that is five or more years old 
and you will find shabby, tarnished 
electric and gas fixtures. 

Dealers seeking to extend their 
trade in profitable specialty lines 
could take advantage of this condi- 
tion to sell thousands of packages 
of bronzing solution, if in their ad- 
vertising they would call attention 
to the ease with which the tarnished 


fixtures could be renewed and bright- © 


ened up. 

It isn’t generally understood by 
the buying public that bronze pow- 
der solutions will renew tarnished 
fixtures; that they are easily and 
quickly applied with an ordinary 
brush, and that the cost of the ap- 
plication is trifling. 

Because of this an article of mer- 
chandise that has latent sales possi- 
bilities aggregating many thousands 
of dollars yearly remains on dealers’ 
shelves when a little money spent on 
education would realize the sales 
possibilities. 


James Hutchisnon, who will travel the 
Atlanta territory for the Stanley 
Works, will work from the main office 
at New Britain, Conn. He was for- 
merly connected with New York office. 
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selection of a suitable and 
practical holiday gift for a friend 
or relative was solved for the resi- 
dents of Mitchell, S. D., by one of 
the leading retail hardware dealers 
in that town. The Peterson Hard- 
ware Co., a firm with years of suc- 
cess behind it distributed a special 
1920 Holiday Suggestion Booklet to 
all customers and prospects. A big 
bull moose on the cover immediately 
makes the brochure a souvenir that 
compels attention. 

The inside pages are full of gift 
suggestions leading off with real 
practical presents for Daddy who 
loves to go duck hunting, if he lives 
near Mitchell. So naturally enough 
a wide variety of equipment is 
shown including shot guns, wooden 
decoys, duck and goose calls, rifle 
cases, hunting coats and vests, hunt- 
ing knives, hunters’ axes, and 
lunch boxes for the duck hunter 
must be fed during his many hour 
vigil cramped in the bottom of a 
none too comfortable duck boat. 
Cleaning rods, cook stoves for the 
camper and several other items not 
exactly related to duck hunting but 
equally as suitable for the paternal 
head of any family. Dad may be 
mechanically inclined. Very well 
look over the fine looking display of 
high grade tools listed one page be- 
fore the sporting goods column. 

After Dad’s gift has been selected 
and bought in the Peterson Hard- 
ware store another page of the sug- 
gestion booklet is turned and we find 
that a complete line of electrical 
goods including vacuum cleaners, 
ironers, toasters, percolators and 
grills are offered for Mother. Or 
perhaps some aluminum ware, the 
kind of kitchen utensils that every 
mother wants, would be more suit- 
able. As another page is turned we 
find fireless cookers and even a full 
size gas range. Mother certainly 
could cook in the oven of that stove 
the ducks that father shoots. Mother 
was surely very popular with the 
man who made up this booklet, for 
three or four more pages are found 
to include washing machines, silver- 
ware, Community Plate, Pyrex cas- 
seroles and pie plates. 


Gifts for Brother 


It is then brought to one’s atten- 
tion that brother would like a repeat- 
ing rifle, a pair of skates, boxing 
gloves, a knife, or, if he is real small, 
a coasting wagon or Irish mail would 
be fine. 

Even the baby was remembered 


AS difficulty in regards to the 


Getting Out a Booklet for Your Customers 


in the Peterson gift booklet. Sleds 
small enough and low enough for in- 
fants, baby spoons and dishes, alu- 
minum tea sets, knife, fork and spoon 
sets and of course Kiddie Kars and 
swings and rockers were all sug- 
gested. 

Family gifts such as bathroom 
equipment are shown for the couple 


of some stove or washing machine 
manufacturer is seen and also a few 
pictures of window displays that 
have been used in the past. 

A story on the company organiza- 
tion and on the business history of 
H. A. Peterson, the president, is 
printed near the front. In the back 
small pictures and short descriptions 
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Readjustment 


Recently, the question is often asked, “Are hardware prices coming 


down?” Our usual reply is, “We do not know.” 


We have asked the 


same question of a great many Wholesalers and Manufacturers and 


they are frank to admit, ““They do not know.” 


The fact is, nobody 


knows at this time just what the future holds for us in the way of price 


reduction. 


But let us answer your question by asking one in return. 
ware prices gone up, so that they CAN come down?” 


“Have hard 


Is it not a fact 


that all during the period of price inflation, hardware remained about 


the same. Price increase was made on some items, but only enough 
to cover increased material and labor costs and pyramiding was 
avoided, all along the line. 

Men high up in the Business World tell us they do not look for any 
noticeable drop in hardware prices. Warehouses are practically 
empty and no surplus stock on hand. The steel market is steady and 


the demand is in excess of the supply. 
Most Manufacturers dealing in the larger commodities, such as stoves 


and power washers, etc., are guaranteeing their prices for months in 
advance. 

We feel that we can safely say to you that there will be no material 
reduction in prices for months to come and we base our reasoning 
absolutely on the law of gravitation that “Only what GOES up must 
come down.” 

Rest assured, should there be a reduction, our policy will be to give 
our customers the benefit of this reduction. 

Other things being equal, we would much prefer a lowering of the 


4 ? 
cost of all materials 


Yours very truly, 


Peterson BWardware Co. 





——— 


A page from Peterson’s book 


who are endeavoring to establish a 
home. A page is devoted to gifts 
for men in different lines of occu- 
pation, for example, tools and tool 
kits for the carpenter, an alarm 
clock for the clerk who must be on 
time every morning, radio watches 
and flashlights for the policeman 
and so on down the line. 

Here and there an advertisement 
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introducing salesmen are given. 
This is an excellent plan as it paves 
the way for the salesman when he 
comes face to face with the prospect. 

Although this booklet was gotten 
out particularly for the holiday sea- 
son it offers a fine lead for other 
hardware stores to try at any time 
of the year. All seasons are gift 
seasons. 





Accessories Prominent at N. Y. Auto Show 


Much Space Is Given to the Necessities of Smooth 
Riding at the Twenty-First Exposition Held in 
Grand Central Palace—Actual Demonstrations 


ITH twenty successful annual 
National Automobile Shows 
already to its credit the Na- 

tional Automobile Chamber of Com- 
merce, Inc., has done itself proud in 
conducting from Jan. 8 to 15 the 
most wonderful exhibition of auto- 
motive equipment ever shown in any 
part of the world. Every year the 
public at large has turned out in 
huge throngs to witness this annual 
event. The twenty-first show has 
been no exception to this time-hon- 
ored custom, for the allotted four 
floors of the Grand Central Palace, 
New York’s immense exposition 
building were crowded from the 
time the show opened at 10 in the 
morning until the special officers in 
charge did the strong-arm-squad 
trick of clearing the building one 
hour before midnight. One of the 
floor sergeants assigned to this work 
confided that he had never seen-such 
persistent people. Every visitor was 
determined to see every car and all 
the various accessory products dis- 
played. 

The entire fourth floor, with the 
exception of one aisle and half of the 
third floor, were devoted entirely to 
the accessory manufacturers and dis- 
tributors. This section should be 
the most interesting part of the 
show, in the eyes of the hardware 
dealers, as there were many items 
shown that would bring big profits if 
properly stocked and merchandized. 
Two or three new tires with punc- 
ture-proof tubes were on display. 
New types of locks to protect the 
car from theft were shown in most 
instances mounted on a dummy 
steering column or transmission 
shifting lever, depending upon the 
type. This plan of showing the 
product as actually used was put into 
practice by the majority of the ex- 
hibitors and gives the hardware 
dealers a good lead to follow in mak- 
ing up automobile accessory win- 
dows. Firms with clocks, speedome- 
ters or dashboard gages had their 
wares mounted on that part of the 
car, affording the passer-by an im- 
mediate conception of the function 
and application of the particular 
product. 


One distributor had rigged up a 
skeleton of a car to show a gasoline 
gage suitable for use on any auto. A 
transparent gas tank was shown and 
that part of the device containing 
the governing float was also visible 
connected to the indicating dial on 
the dash. The level of the gas in 
the tank was varied so that the 
working features could be discerned. 
A headlight manufacturer had a 
novel “roulette wheel” arrangement 
with his eight varieties of headlight 
lenses placed in a circle near the 
outer rim, so that when the wheel 
was revolved it placed in succession 
the different lenses before a lighted 
headlight placed in the rear. This 
gave visitors a chance to see the in- 
dividual advantages of the lens with 
the visor, the one with raised 
prisms, etc. Another firm in the 
same business had a large picture, 
of grayish tint, depicting a touring 
car approaching a slight distance 
away. Two real lenses made by the 
company were placed in the proper 
position with lights behind casting 
a natural glow from the picture. 


Everything Attractive This Year 


The American Hammered Piston 
Ring Co., whose specialty is a ham- 
mered piston ring, had a mammoth 
ring set in plush and framed. Along 
the inner wall of the ring were the 
very evident dents of the hammer. 
A placard called attentidn to the ball 
pein marks that appeared on every 
ring of that company. 

Laboratories did away with the 
conventional show-case and railing 
and made a fence of large open- 
faced display stands each designed a 
block letter “X.” In the display 
portion, cartons containing the com- 
pany’s chemical products were 
shown. This was one of the most 
novel features of the fourth floor. 
The letter “X” display stands are 
very suitable for general display use. 
The Sedgwick Sales Co., in pushing 
the sale of a patented glare stopper, 
featured the product on a regulation 
windshield and placed a seat on what 
would be the driver’s side, and at the 
other end of the booth had a head- 
light with a glaring lens. 

Visitors were invited to sit behind 
the windshield and the headlight was 
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turned on. While the one seated was 
blinking at the glare from the light, 
the Glare-Stop, as it is called, was 
swung into place and the driver was 
able to face the light without 
trouble. This display commanded 
much attention and brought some 
good dealer business in addition to 
purchases by many car owners. The 
Trexler Co. introduced a combina- 
tion auxiliary spare tire carrier and 
tire lock, and also gave speed dem- 
onstrations on its Trex rim remover. 
The Motor Car Supplies Co., Inc., 
jobbers, displayed in an attractive 
manner a new cigar lighter that has 
no cable wire. This company also 
showed a new safety robe rail that 
also acts as a lock for robes and 
coats. The General Electric Co. had 
miniatures of a successful battery 
service station properly equipped, a 
service garage with a battery de- 
partment and also a private garage 
with a battery recharger, an electric 
heater and other miniatures of its 
electric products as used in automo- 
tive circles. 


The Spark Plug Show 


Special equipment for Fords and 
other light cars were shown in an 
interesting way. Sparking, spark 
plugs in sets of fours and sixes 
mounted at an eye level and run in 
most cases by a hand-propelled mag- 
neto were displayed by manufactur- 
ers of plugs and ignition equipment. 
These mechanical contrivances took 
the attention of even the ladies, who 
seemed to take delight in making the 
plugs fire. 

There was an unmistakable and 
gratifying air of optimism and en- 
thusiasm on the part of the sales- 
men in the booths. They seemed 
more attentive than usual and very 
busy. In short talks with several of 
them in different booths, they all 
seemed well pleased with the at- 
tendance, interest and business that 
was accomplished. It was estimated 
that 70 per cent of the orders re- 
ceived came from out-of-town deal- 
ers. Outside of the building were 
cars of all styles and values bearing 
licenses from many different States— 
several from Texas, California and 
other long-distance sections of the 
country. 
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TexAS HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Dallas, Jan. 
18, 19, 20, 1921. Hotel headquarters, 
Adolphus Hotel. A. M. Cox, secretary, 
1808 Main Street, Dallas. 

PacirFic NORTHWEST HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Seattle, Wash., Jan. 18, 19, 20, 21, 1921. 
E. E. Lucas, secretary, Hutton Build- 
ing, Spokane, Wash. 

WESTERN RETAIL VEHICLE AND HARD- 
WARE ASSOCIATION CONVENTION, Kan- 
sag City, Jan. 18, 19, 20, 1921. H. J. 
Hodge, secretary, Abilene, Kan. 


MissouRI RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Planters Hotel, St. Louis, Jan. 25, 26, 
27, 1921. F. X. Becherer, secretary, 
5106 N. Broadway, St. Louis. 


MouUNTAIN STATES HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Brown Palace Hotel, Denver, Col., Jan. 
25, 26, 27, 1921. W. W. McAllister, 
secretary-treasurer, Boulder, Col. 


KENTUCKY HARDWARE AND IMPLE- 
MENT DEALERS’ ASSOCIATION AND CON- 
VENTION AND EXHIBITION, Armory, 
Louisville, Jan. 25, 26, 27, 28, 1921. J. 
M. Stone, secretary-treasurer, Sturgis. 

INDIANA RETAIL HARDWARE ASSOCIA- 
TION, INC., CONVENTION AND EXHIBI- 
TION, Jan. 25, 26, 27, 28, 1921. (Place 
to be announced later.) G. F. Sheely, 
secretary, Argos. 


OREGON RETAIL HARDWARE AND IM- 
PLEMENT DEALERS’ ASSOCIATION CON- 
VENTION, Portland, Jan. 25, 26, 27, 28, 
1921. E. E. Lucas, secretary, Hutton 
Building, Spokane, Wash. 

WEST VIRGINIA RETAIL HARDWARE 
DEALERS’ ASSOCIATION CONVENTION AND 
EXHIBITION, Huntington, W. Va., Feb. 
1, 2, 3, 1921. James B. Carson, secre- 
tary, 1001 Schwind Building, Dayton, 
Ohio. 

NEBRASKA RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Omaha, Feb. 1, 2, 3, 4, 1921. Headquar- 
ters will be at the Rome Hotel and Ex- 
hibition at the Auditorium. George H. 
Dietz, secretary-treasurer, 202 Hall 
Hardware Block, Lincoln. 

WISCONSIN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Milwaukee, Feb. 2, 3, 4, 1921. P J. 
Jacobs, secretary, Stevens Point. 

PENNSYLVANIA AND ATLANTIC SEA- 
BOARD HARDWARE ASSOCIATION, INC., 
CONVENTION AND EXHIBITION, Philadel- 
phia Commercial Museum, Philadel- 
phia, Feb. 8, 9, 10, 11, 1921. Sharon 
E. Jones, secretary, 1314 Fulton Build- 
ing, Pittsburgh. 

MICHIGAN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Grand Rapids, Feb. 8, 9, 10, 11, 1921. 
Arthur J. Scott, secretary, Marine City. 
Earl S. Judson, exhibit manager, 248 
Morris Avenue, Grand Rapids. 

OKLAHOMA HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Okla- 
homa City, Feb. 8, 9, 10, 11, 1921. 





Coming Hardware Conventions 


W. B. Porch, secretary-treasurer, Okla- 
homa City. 

NortH DAKOTA RETAIL HARDWARE 
ASSOCIATION AND EXHIBITION, Fargo, 
Feb. 8, 9, 10, 11, 1921. Exhibit will be 
held in the Municipal Auditorium, Feb. 
8, 9, 10, 1921. C. N. Barnes, secretary, 
Grand Forks. 

ONTARIO RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, 
Hamilton, Ont., Feb. 14, 15, 16, 17, 


1921. Association headquarters, Royal 
Connaught Hotel. Exhibition head- 
quarters, Armories Building, James 


Street North. W. F. Macpherson, sec- 
retary, Prescott, Ont. 


CALIFORNIA RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
San Francisco, Feb. 15, 16, 17, 1921. 
Le Roy Smith, secretary, 112 Market 
Street, San Francisco. 

ILLINOIS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, 
Hotel Sherman, Chicago, IIl., Feb. 15, 
16, 17, 1921. Leon D. Nish, secretary, 
Elgin. 

MINNESOTA RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Auditorium, St. 
Paul, Feb. 15, 16, 17, 18, 1921. H. O. 
Roberts, secretary, Metropolitan Life 
Building, Minneapolis. 

OHIO RETAIL HARDWARE ASSOCIATION 
CONVENTION AND ‘EXHIBITION, Colum- 
bus, Feb. 15, 16, 17, 18, 1921. Hotel 
headquarters, Deshler Hotel. Exhibi- 
tion in Memorial Hall. James B. Car- 
son, secretary, Dayton. 


NEw ENGLAND HARDWARE DEALERS’ 
ASSOCIATION CONVENTION AND EXHIBI- 


George A. 
Fiel, secretary, 10 High Street, Boston. 

IowA RETAIL HARDWARE ASSOCIATION 
AND EXHIBITION, Des Moines, Feb. 22, 


Mass., Feb. 21, 22, 23, 1921. 


23, 24, 25,1921. A. R. Sales, secretary- 
treasurer, Mason City. 

SouTtH DAKOTA RETAIL HARDWARE 
ASSOCIATION CONVENTION, Sioux Falls, 
Feb. 22, 23, 24, 25, 1921. H. O. Rob- 
erts, secretary, Metropolitan Life Build- 
ing, Minneapolis, Minn. 

New YoRK STATE RETAIL HARDWARE 
ASSOCIATION, INC., CONVENTION AND 
EXHIBITION, Rochester, Feb. 22, 23, 24, 
25, 1921. Hotel: headquarters, Powers 
Hotel. Exhibition at Exposition Park. 
John B. Foley, secretary, 607-608 City 
Bank Building, Syracuse, N. Y. 

VIRGINIA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Petersburg, Feb. 22, 
23, 24, 1921. Thos. B. Howell, presi- 
dent and acting secretary, Richmond. 

PANHANDLE HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Ama- 


rillo, Tex., May 9, 10, 1921. Troy 
Thompson, secretary-treasurer, Del- 
hart, Tex. 


HARDWARE ASSOCIATION OF THE CARO- 
LINAS CONVENTION AND EXHIBITION, 
Greensboro, N. C., May 10, 11, 12, 13, 
1921. Headquarters, O. Henry Hotel. 
T. W. Dixon, secretary-treasurer, Char- 
lotte, N. C. 

SOUTHEASTERN RETAIL HARDWARE 
AND IMPLEMENT ASSOCIATION, com- 
posed of Alabama, Florida, Georgia 
and Tennessee Convention and Exhibi- 
tion, Atlanta, Ga., May 17, 18, 19, 20, 
1921. Walter Harlan, secretary, 701 
Grand Theater Building, Atlanta, Ga. 


A. C. Penn, Inc., Merges with the 
Greist Manufacturing Co. 


TION, Mechanics’ Building, Boston, 
The hardware trade will be inter- 
ested in the announcement that the 


firm of A. C. Penn, Inc., manufacturer 
of the Penn safety razor, the Wallace 
lamp and the Penn Ideal nail clip, has 
merged the manufacture and sale of 
these products with the Greist Manu- 
facturing Co., New Haven, Conn. The 
merger is effective as of Jan. 1, and 
all business after that date will be 
handled in the name of the Greist 
Manufacturing Co. 

The merging of these two large 
manufacturing concerns will undoubt- 
edly mean increased capital, enlarged 
equipment and greater service to the 
trade. 

It was prompted by the recognition on 
both sides of the advantage to be ob- 
tained through the consolidation of the 
great Penn sales organization with the 
wonderful manufacturing organization, 
equipment and facilities of the Greist 
Manufacturing Co. 

The Greist Manufacturing Co. is an 
old, well established firm, the organiza- 
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tion of which dates back to 1871. It is 
the largest manufacturer of sewing ma- 
chine attachments in the world, practi- 
cally every family sewing machine in 
the country carrying Greist attach- 
ments as standard equipment. The 
firm also manufactures many other ar- 
ticles for itself and for other manufac- 
turers. Recently it placed on the mar- 
ket a new combination dust cap and 
pressure gauge for automobile tires. 
For the past five years it has manu- 
factured Wallace lamps and Penn Ideal 
nail clips for A. C. Penn, Inc. 

As a result of the merger, the razor 
plant of A. C. Penn, Inc., is being moved 
from Newark, N. J., to New Haven. 
The Penn sales organization is likewise 
included in the merger, and will cover 
the same territory as before. A. C. 
Penn becomes sales manager of the 
Greist Manufacturing Co., in charge of 
the distribution of the former Penn 
products and kindred lines, which will 
be marketed as heretofore through the 
regular hardware channels. His head- 
quarters will be in New Haven. 








Editorial Comment 


Good Will Versus Price 


« The success or failure of any business hinges upon the thing which business men term 
good will. 


{ Good will is an actual, tangible asset to the distributor of merchandise. It has a cash 
value recognized whenever and wherever a mercantile business is bought or sold. In a gen- 
eral way the good will of a business is the following of friends and customers whose confi- 
dence is backed by their patronage. It represents an investment in advertising, in cour- 
tesy and in service. 


q The growth of good will is slow, like that of the oak. Its value is based upon its replace- 
ment cost and the element of time. Like merchandise it fluctuates in value, but unlike mer- 
chandise its advances or declines are governed by the merchant’s attitude toward the pub- 
lic. A valuable good will, built up through years of effort, can be rendered valueless in a 
comparatively short time. 

@ When conditions were normal, courtesy, service and the variety of stock carried were 
the principal breeders of a good will. Since the economy wave has swept the country price 
has taken its place as a dominant factor. The public still expects service, courtesy and 
stock to meet its requirements, but it also insists on price. The dealer who does not heed 
this trend of public opinion is jeopardizing the value of his good will. 


@ The public has no right to expect, and does not expect, the merchant to cut prices on mer- 
chandise where the manufacturers have not issued declines. It does expect, however, and it 
has a right to expect, that the declines of manufacturers shall be reflected in retail prices. 


© During the recent six-year period of inflation merchants were absolutely justified in bas- 
ing their resale prices upon replacement costs. In this period of deflation the same rule 
must hold good. There can be no divergent rules governing this vital question of prices. 
We cannot take our advances by telegraph and our declines by slow freight. 


™ But good will is not the only sound argument for taking declines promptly. It is cer- 
tain that whatever losses accrue from declines must be absorbed sooner or later. If taken 
at once they form a basis for the most productive kind of advertising. The dealer who 
puts them through gains the confidence of those who buy, and his statements in regard to 
merchandise which has not declined are accepted without question. 


q Furthermore, the prompt passing on of declines affords an opportunity to push out stock 
on hand quickly, and to replenish at lower values, thus getting back onto a profit basis. 
The lower prices give an impetus to sales which is reflected all down the line and those in- 
creased sales tend to minimize the loss due to declines. 

«| However, the paramount reason for the merchant to take his price declines promptly is 
the effect on his customers—on his good will. 4 

q By holding back declines and selling on the old price basis, a merchant may save a few 
dollars for the moment, but will that saving compensate him for the loss of prestige, of 
trade and of good will sure to result when his customers first find their price reductions in 
his competitor’s store? 


« Hardware stocks in general are not heavy at this time. Declines are gradual and cover 
comparatively few items. The losses to the average hardware dealer will be light as com- 
pared to those of merchants in other lines. Take them as they come, and take them with a 
smile. They will be more than offset by the gains in good will. 
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Passage of Stop-Gap Tariff Law Is Urged 


Would Re-enact Payne-Aldrich Schedules to Stem Tide of 





Importations—No Permanent Tariff Act Before Next Summer 


WASHINGTON, January 17. 
TWNHE ten days thus far devoted 
| by the Ways and Means Com- 
mittee to hearings prelimi- 
nary to the drafting of a compre- 
hensive revision of the Underwood- 
Simmons tariff law have opened the 
eyes of Congress to the fact that 
the industries of the country are 
threatened with a tremendous influx 
of foreign merchandise, manufac- 
tured to be sold at whatever it will 
bring in the only country that has 
any money to spare—the little old 
United States. Although Chairman 
Fordney and his colleagues were 
prepared to learn that large quanti- 
ties of foreign goods were ready for 
shipment to this country, they are 
amazed at the figures showing the 
importations already made, and the 
problem now before them is not only 
to so revise the existing tariff law 
as to protect domestic industry but 
to place the revision on the statute 
books in time to prevent the con- 
summation of the gigantic dumping 
operations now being planned in a 
score of foreign industries. 
Working nights and Sundays, the 
Ways and Means Committee can 
barely hope to complete the hearings 
now in progress before the end of 
the present session, although this 
means limiting even the most im- 
portant speakers to but little more 
than ten or fifteen minute talks in 
which they are hardly started be- 
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fore it is necessary to halt them 
with the request that they file writ- 
ten briefs in lieu of further oral ar- 
guments. 

New Tariff Law Next Summer 


At this rate the committee will 
have no time to consider the argu- 
ments presented until after March 
4, which will mean that it will re- 
quire the greatest possible industry 
to frame a comprehensive revision 
bill and have it ready for introduc- 
tion at the opening of the new ses- 
sion about March 21, which now ap- 
pears to be a favorite date on Presi- 
dent-elect Harding’s calendar. Al- 
lowing a reasonable time for consid- 
eration of this bill in both houses, 
it will be very difficult for Congress 
to put the measure on the statute 
books as early as July 1, and it may 
be even September 1 before it is 
finally passed. 

Under these conditions the Con- 
gressional leaders are groping about 
for an emergency stop-gap that may 
halt the incoming flood of foreign 
goods until a carefully considered 
tariff revision bill can be enacted to 
this end. As a solution of this 
problem the committee is giving 
more and more favorable considera- 
tion to a suggestion recently made 
that, without hearings and with the 
briefest possible debate, the Payne- 
Aldrich tariff law of 1909 be re- 
stored to the statute books, to re- 
main in force until a comprehensive 
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now in prospect can be 
completed with the consideration 
and deliberation which its impor- 
tance demands. 


revision 


Payne-Aldrich Law a Stop-Gap 

The Payne-Aldrich law was not a 
perfect statute, but owing to 
changes in the political complexion 
of Congress and the Presidency, it 
was repealed by the passage of the 
Underwood-Simmons law after it 
had been in force but four years. 
Conditions have changed vastly in 
the last seven years, and everybody 
admits the probability that the 
schedules framed by Messrs. Payne 
and Aldrich will prove inadequate 
in many particulars when applied to 
current importations; nevertheless, 
the average ad valorem rates of 
duty are higher than those of the 
Underwood-Simmons bill and this, 
of course, would tend to slow down 
substantially the influx of manufac- 
tured goods from Europe and other 
countries, while raw materials, so 
necessary to American industries, 
would continue to enter in satisfac- 
tory volume as the majority of them 
were free-listed by the act of 1909. 

That you may appreciate the 
character and scope of the argu- 
ments now being put forward in 
support of the demand for the re- 
enactment of the Payne-Aldrich act 
or the Dingley tariff law as an emer- 
gency measure, I quote the follow- 
ing from an extended brief recently 
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filed with the Ways and Means Com- 
mittee: 


The High Protectionist View 


“It will be in the neighborhood of 
a year before the Congress can 
normally pass an adequate protective 
tariff act which will meet the needs of 
the entire country. Conditions have 
changed since the passage of the 
Underwood tariff, the Payne-Ald- 
rich tariff and the Dingley tariff, 
but either one of the two latter is by 
far superior to the present free- 
trade Underwood tariff. Under it 
we derive an entirely inadequate 
amount of revenue in proportion to 
the imports, while it affords no pro- 
tection to domestic productive in- 
dustry. 

“So far as its protective features 
are concerned, it might as well pro- 
vide for free trade in all commodi- 
ties. Our imports for the fiscal 
year 1920 reached the astounding 
figures of $5,238,000,000, upon which 
the duties collected amounted to only 
$322,902,649, or four million dollars 
less than was collected in 1910 under 
the Payne-Aldrich tariff when the 
imports amounted to only $1,547,- 
109,136. 

“Since the present tariff is con- 
cededly a failure from all points of 
view, and since it will require nearly 
a year before a new tariff act can be 
passed, we recommend to the Con- 
gress the repeal of the Underwood 
tariff act and all amendments there- 
to, and the re-enactment of the 
Payne-Aldrich tariff or the Ding- 
ley tariff as an emergency measure 
pending the enactment of an up-to- 
date adequate protective tariff. 


Must Check Incoming Flood 


“In this way only can the influx 
of foreign products be checked. In 
this way only can we increase our 
revenues to figures commensurate 
with the imports. In this way only 
can important industries be kept in 
partial operation. In this way only 
can many important industries sur- 
vive. By next spring industries 
which were afforded protection un- 
der the Payne-Aldrich tariff and the 
Dingley tariff, but on which the duty 
has been entirely removed or low- 
ered below the protective point, will 
be entirely wiped out of existence. 

“There are enough Republican 
votes in both branches of the Con- 
gress to pass one or the other of 
the tariffs in question, and to do so at 
the present session of Congress. It 
should be done and the matter put 
up to the President. 

“If he shall veto the measure, 
then Congress will have done its 
duty in the matter, while the Presi- 
dent will have placed himself on 





HARDWARE AGE 


record as opposing the will of the 
people, as plainly expressed at the 
polls on the 2nd of November last. 
We should hardly think that even a 
free-trade President would go so far 
as to disregard the mandate de- 
livered by a majority of over six 
million voters. He must know that 
there will be tariff revision on pro- 
tective lines and who can predict 
that he will not have the greatness 
to bow to the expressed will of the 
people and hasten the relief for 
which they have asked? 

“The re-enactment of either one of 
the tariffs mentioned would stabilize 
business, for such _ re-enactment 
would carry with it a revival of the 
court and treasury decisions hereto- 
fore rendered while the law was in 
operation. The result would be the 
immediate restoration of confidence, 
the reopening of mines and mills 
now closed, the re-employment of 
thousands upon thousands of 
workers who are now idle and fac- 
ing the rigors of winter with nope- 
less hearts. Let Congress and the 
President extend the helping hand 
and earn the gratitude of these who 
must otherwise fall by the wayside.” 

Depreciated Foreign Currencies 

Another very serious problem to 
which the Ways and Means Com- 
mittee is giving attention in connec- 
tion with the hearings now on foot 
is the effect of the depreciated cur- 
rency of foreign countries upon in- 
voice valuations of merchandise 
shipped to the United States. This 
matter is of vital consequence to the 
hardware trade, especially in the 
matter of importations of German 
and English cutlery and other small 
metal wares. 

Under the present law, as con- 
strued by the Board of’ General Ap- 
praisers, the importer of German 
pocket knives, for example, may in- 
voice his goods on the basis of the 
depreciated mark and pay duty 
thereon, notwithstanding the fact 
that the mark, instead of being 
worth approximately 24 cents in 
American currency, is worth but 114 
cents. The result is that, although 
the German pocket knife costs more 
money measured in marks than be- 
fore the war, its value in American 
currency is much less and the duty 
it pays is only a fraction of what 
would be exacted but for the tremen- 
dous shrinkage in the value of Ger- 
man currency. 

Half a dozen expedients are under 
consideration to meet this difficulty. 
Few of them have any sound basis 
in economics, but the Ways and 


Means Committee is determined to 
solve the problem as it not only in- 
volves the threat of competition 
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with American industries, but also 
the loss of many millions per annum 
in duties which the treasury would 
secure if exchange rates were on a 
normal basis. One of these plans 
involves the invoicing of all foreign 
merchandise in dollars rather than 
in the currency of the country of 
origin, but this would prove ineffec- 
tive in many cases as the reduction 
of marks to dollars for the purpose 
of arriving at the foreign market 
price would supply so low a basis for 
calculating duties that the purpose 
of the change would be practically 
defeated. 
Domestic Market Value Basis 


The most practicable suggestion 
thus far made, and the .one to which 
the committee seems to be giving 
the most favorable attention, is the 
immediate passage of a joint resolu- 
tion changing the law with respect 
to the invoicing of foreign merchan- 
dise so as to provide that instead of 
basing invoice valuations upon “the 
foreign market price in usual whole- 
sale quantities in the country of ori- 
gin on date of shipment,” as the ex- 
isting law provides, the duties shall 
be paid in all cases upon the market 
value of similar merchandise in the 
United States on date of arrival. 

This basis was employed for a few 
years in the early history of the 
United States but was not always 
satisfactory for the reason that 
many kinds of merchandise were im- 
ported for which there was no 
American prototype. In the case of 
certain European specialties impor- 
tations were offered of merchandise 
the use of which was unknown in 
this country, and for which, there- 
fore, no domestic market value could 
be obtained. 

All this has now been changed. 
There is hardly a manufactured 
product made in any country of the 
world for which a reasonably accur- 
ate domestic market value in the 
United States can not be obtained. 

In view of these facts, the prop- 
osition to revert to the old law, at 
least until foreign exchange has 
been reasonably stabilized, is very 
attractive to the Congressional 
leaders and may prove the solution 
of the present embarrassment of the 
Treasury as well as of American 
manufacturers whose home market 
is now threatened with an inunda- 
tion of cheap foreign merchandise. 


Project of Dry Goods Retailers 


TD ETAILERS in all lines will be 

interested in a project laid be- 
fore the Ways and Means Committee 
during the past week by the Na- 
tional Retail Dry Goods Association, 
having for its object the readjust- 
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ment of taxes to measurably relieve 
the workers of income taxes and 
equalize the burdens of business. 
The association was represented by 
its Tax Commission, which has been 
working for a long time upon the 
plan urged upon Congress which, it 
is declared, would provide the neces- 
sary revenue for a $4,000,000,000 
annual budget. 

The association’s project proposes 
a distinction between income from 
manual or mental effort and that 
received from business investments. 
It would even exempt from income 
tax up to $2,500 for single persons 
and $5,000 for heads of families, in- 
stead of the $1,000 and $2,000 ex- 
emptions that now prevail. 

A graduated scale of income tax 
would also be established, incomes 
received from salaries, wages and 
commissions being taxed at a low 
rate, while income derived from 
business would be levied upon at a 
higher rate. All other income, in- 
cluding that received from invest- 
ments, would be taxed to a still 
greater degree. 

A feature of the association’s 
plan provides for a tax on gross 
sales for all goods at the rate of one 
per cent. This tax would be levied 
upon all transactions whether whole- 
sale or retail. 


Moderate Income Taxes 


The normal income tax rate would 
be fixed at 4 per cent on the first 
$4,000 above the legal exemption, 
while the remainder would be sub- 
jected to a tax of 8 per cent. The 
minimum rate would be levied upon 
salaries, wages and commissions. 

Income from business establish- 
ments would be but 10 per cent on 
amounts above exemptions on the 
ground that a distinction is neces- 
sary between the rewards received 
for manual or mental efforts and the 
returns from business investments. 

All other incomes, including that 
denominated “unearned” because it 
1s received from investments, would 
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pay the 10 per cent rate plus a sur- 
tax ranging from one per cent on in- 
comes from $20,000 to $50,000, up 
to 6 per cent on incomes in excess of 
$100,000. 

It will be noted that the project 
of the National Retail Dry Goods 
Association would involve very sub- 
stantial reductions in the present 
schedule of income taxes. Appar- 
ently the maximum tax on incomes 
in excess of $100,000 would be 16 
per cent, which is less than one- 
fourth of the rate now paid by the 
fortunate possessors of incomes of 
$1,000,000 and upwards. 


Yield of Sales Tax 


The association estimates that 
the sales tax at the rate of 1 per 
cent would yield $1,816,500,000, the 
income tax schedule $1,823,000,000, 
a $5 poll tax would produce $80,000,- 
000, while customs receipts are re- 
lied upon for $360,000,000, which is 
only a few million dollars more than 
are now being derived from these 
sources. Chairman Fordney has 
promised the association to examine 
its project with the greatest care 
that is possible. 

It is probable, however, that the 
prospective revision of the income 
tax suggested by the association 
will militate against the acceptance 
of the project as a whole. 

There can be no doubt, however, 
that sentiment in Congress favor- 
able to a sales tax of some kind is 
daily gaining in strength. ‘I have 
pointed this out to you for several 
weeks, and I am firmly convinced 
that if the question were up to a 
vote to-morrow a sales tax of some 
kind would be adopted designed to 
collect a round billion dollars, and 
which, like the plan of the National 
Retail Dry Goods Association, would 
permit of the repeal of the excess 
profits tax and the more vexatious 
of the special imposts on our indus- 
tries, including the taxes on certain 
so-called luxuries which are not 
luxuries at all. 


Bankers Favor Sales Tax 


ONSIDERABLE attention is 

being given by the leaders of 
both houses to a comprehensive plan 
of tax revision suggested by James 
B. Clews, of Henry Clews and Com- 
pany, New York bankers. Mr. 
Clews is convinced that the surtax 
should be abolished along with the 
excess profits tax, that a general 
sales tax should be adopted, that the 
floating debt of the country should 
be funded, and that a substantial 
amount of revenue could be obtained 
by a Federal tax on automobiles and 


a stamp tax on checks. In support 
of this project, he says: 

“That excessive taxation is the 
surest way to blight business can 
not be doubted. Nor can there be 
any doubt that the high taxes now 
in force are as much responsible for 
the present trade reaction as the 
change from war conditions to those 
of peace which is now making such 
rapid strides, for it is obvious that 
when corporations and individuals 
are obliged to surrender to the 
Government a very large portion of 
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their incomes, their purchasing 
power at once becomes dwarfed. 

“For the Government’s fiscal year 
ended June 30, 1920, the total or- 
dinary receipts amounted to about 
$6,700,000,000 and the net disburse- 
ments to about $6,400,000,000. Of 
this vast sum $1,610,000,000 was re- 
quired to run the War Department 
and $736,000,000 for the Navy De- 
partment; for other departments 
and for civil and miscellaneous ex- 
penses, $900,000,000; for interest on 
the public debt, $1,020,000,000; for 
control of the railroads, $1,036,672,- 
157, and for the United States Ship- 
ping Board, $530,565,000. 

Advocated by Business Men 


“The wisdom of providing Govern- 
ment revenues by means of a sales 
tax has been frequently discussed 
unofficially, but has never been given 
the serious consideration to which 
it is entitled by our lawmakers. 
Nevertheless, this system of taxa- 
tion is being successfully operated 
in such countries as France, Ger- 
many and Canada at the present 
time, and it is believed that a very 
large majority of the business peo- 
ple here favor it. 

“On sales and transfers of cor- 
porate stocks and on automobiles, 
candy, jewelry, drugs, pianos, to- 
bacco, beverages, transportation, 
etc., a sales tax is already exacted; 
and this tax also embraces a good part 
of our wearing apparel, articles made 
of fur alone having contributed 
$15,311,000 in taxes last year. Why 
not enlarge the system, therefore, 
so as to cover sales of every kind 
all down the line, including tea and 
coffee? I am not losing sight of the 
fact that duties levied on imports are 
added to the ‘selling price and are, 
therefore, paid by the consumer and 
not by the shipper; but to pro- 
vide against double taxation these 
articles could be excluded from the 
list paying a tax on sales. 

Federal License for Automobiles 


“Another large source of internal 
revenue could be derived from a 
Federal license on automobiles. A 
$25 tax on each of the 8,000,000 cars 
in use would yield to the Govern- 
ment an annual income of $200,000,- 
000. This might be objected to on 
the ground that automobile owners 
already pay State licenses and that 
manufacturers under the present 
law pay enormous revenues to the 
Federal Government, the amount for 
last year being $144,000,000. 

“It is not my idea that the in- 
come tax as applied to individuals 
should be done away with entirely, 
but only that portion of it which 
comes under the head of surtaxes. 
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The normal tax should be restricted 
at the rate of 8 per centum if neces- 
sary, until the Government can get 
along with less income, but as single 
persons are already exempt $1,000 
and married couples $2,000, the 8 
per centum rate should also apply 
to the first $4,000 of net income. 
This would still make the capitalist 
pay the lion’s share. The present 
rate of 10 per centum against cor- 
porate net income should likewise 
be maintained.” 


Export Association Law Works Well 


The Federal Trade Commission 
announces that forty-five export as- 
sociations or combinations organized 
for the purpose of export trade are 
now operating under the Export 
Trade Act (Webb-Pomerene Law), 
of which law the commission has 
administration. This is a wonderful 
record for a‘statute less than two 
years old. 

The far-reaching effect of the Ex- 
port Trade Act upon national indus- 
trial life may be seen from the fact 
that these associations comprise a 
total of 772 members whose plants 
and factories, numbering about a 
thousand, are distributed over forty- 
two States of the Union. In some of 
the larger plants thousands of work- 
men are employed; others are so 
small that exportation wou'd be im- 
possible without the advantages of ¢co- 
operation derived under the act. 

The products exported include a 
wide range of commodities from 
clothespins to locomotives, and are 
shipped from both the Atlantic and 
Pacific ports to every part of the 
world. No complaints have been 
received of unfair practices under 
the new law. 

National Conference on Housing 

Problem 


All phases of the national housing 
problem will be gone into at the con- 
ference here January 27 and 28 of 
the National Council of the Chamber 
of Commerce of the United States, 
as disclosed in a tentative program 
just made’ available. 

Business men prominent in the 
various industries, members of Con- 
gress and government executives, 
housing specialists and others will 


The Annual Spring Buying Number 


With every article by a retailer, with more 
illustrations than ever before, with enough mer- 
chandising ideas to fatten the profits consider- 
ably, HARDWARE AGE will appear on February 
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present to the conference their views 
as to how housing conditions may be 
ameliorated. Representatives of the 
hundred or more chambers of com- 
merce through the country that have 
organized housing corporations will 
give the conference the benefit of 
their experiences. 

Estimates placing the shortage of 
houses in America at more than 
1,250,000 will be placed before the 
National Council at the meeting to 
be held to discuss measures to re- 
lieve the situation. 

The housing shortage, according 
to John Ihider, manager of the Na- 
tional Chamber’s Civic Development 
Department, has reached a_ point 
where four million persons are in- 
adequately housed. Mr. Ihlider is 
helping in the preparation of a pro- 
gram for the conference, which will 
bring together representatives of 
the 1400 industrial and -commercial 
organizations making up the Na- 
tional Chamber’s membership. He 
has made a close study of the hous- 
ing problem. 

Waiting for Lower Prices 

“For a number of years prior to 
the world war,” said Mr. Ihlder, ‘‘it 
is conservatively estimated that 
there were erected in the United 
States between 350,000 and 400,000 
family dwellings in a year. This in- 
cludes homes and apartments. Dur- 
ing the war, construction of houses 
was practically at a standstill with 
the exception of what building was 
done by the Government. As a result 
of this we came out of the war far be- 
hind our regular building program. 
The situation has not improved a 
great deal since the signing of the 
armistice except for a brief spurt 
early in 1919, because those who con- 
templated building hémes put if off 
until prices should.become stabilized. 

“In 1919 it is estimated that there 
were built only about 70,000 houses 
in the United States, while the num- 
ber erected during 1920 will prob- 
ably turn out to have been even 
smaller than that figure. 

“While it is true there are many 
houses for sale, they are nearly all 
occupied by tenants. The number 


of houses for rent in most commu- 
practically 


nities is nil and the 


3, the annual Spring Buying Number. 
will be an issue well worth keeping as a refer- 
ence book until the Spring of 1922 and use con- 
tinually for many subjects. 
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majority of these houses are not 
suitable for the needs of the average 
wage-earner. 


Wage Earners Hardest Hit 


“A man with an income of $5,000 
a year or more doesn’t have as much 
trouble getting desirable quarters as 
the wage-earner who cannot afford 
to pay high rents. The wage-earner 
and those earning small salaries are 
the ones who are hit hardest by the 
housing shortage. It is for these 
folks that decent homes must be 
built. 

“Meanwhile they, as well as many 
with larger incomes, are doubling 
up or taking in lodgers. Increased 
rents, too, have caused many fam- 
ilies to share their quarters with 
outsiders, so we have the anomaly of 
a block or an apartment house with 


a larger number of people than it 


ever had in the past, yet with an 
occasional house or apartment va- 
cant, because those needing better 
quarters can’t afford to pay any 
higher rents. This overcrowding of 
rooms is viewed with anxiety by 
the public health officials who realize 
how infectious diseases spread under 
such conditions.” 


TRADE NOTES 
Samuel K. Waring, Wilkinsburg, Pa., 
was elected president of the Pittsburgh 
Retail Hardware Dealers’ Association 
at the last meeting of that organiza- 
tion. 
In a recent issue the names of the 


three candidates for office were given, 
but result of the election was not told. 





The proprietors of the Ralph M. Bur- 
tis Co., one of the largest hardware 
firms in Oskhosh, Wis., have changed 
the firm name to the Stillman Hardware 
Co., increasing the stock from $12,000 
to $25,000. 

New officers have been elected. W. 
T. Stillman is president and treasurer; 
Ralph M. Burtis, vice-president, and 
M. C. Hale is secretary. 





The Morton E. Converse Toy Co., 
Winchendon, Mass., has resumed oper- 
ations after a short period of inac- 
tivity. Enough orders have been re- 
ceived of late to insure full time oper- 
ations for at least four months. 
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Hardware Men Are 


A New Publicity Slant 
No. 

“The Woman’s Store”’—that’s rather 
a new angle to local publicity. To be 
sure, the hardware dealer advertises 
to women—a large portion of his stock 
consists of items that are used in the 
household. But’ to the best of our 
recollection very few hardware dealers 
have endeavored to popularize their es- 
tablishments as “Women’s Stores” 
through advertising. 

Here’s how Peck & Fly, Gonzales, 
Tex., came to start a campaign with 
the end in view of popularizing their 
store among the women folks. Ac- 
cording to Warren Taylor, of the com- 
pany, an ad was run in which the 
phrase, “The Woman’s Store” was in- 
serted. As a result many customers re- 
ferred to the ad and asked: “Why the 
Woman’s Store?” As an answer the 
reproduced ad was published. 

We would say in answer to Mr. Tay- 
lor’s request for criticism that a very 
good argument has been evolved. 


1 (6 cols. x 5 in.) 














Featuring the Hardware Store as “The Woman’s Store” —How 





Advertising Skates — A Big Trade Winner 


Cleanliness is the leading point made. 
Women, accustomed to shopping in de- 
partment stores, and specialty shops, 
probably figure out in their minds that 
a hardware store is not a specially in- 
viting place in which to “shop,” in the 
accepted sense of the word, among the 
female contingent. It is to change this 
attitude that the Peck & Fly campaign 
was inaugurated. Mr. Taylor knows 
that women will come for a_ specific 
article in response to advertising, but 
what he wants is to have the women 
customers stroll around and shop and 
price things and go out with more than 
the article which sent them in or at 
least with a determination to come back 
and purchase other articles which may 
have been priced and explained to them. 

Now, you ask, “What is the net re- 
sult of this campaign so far?” Mr. 
Taylor says that women ARE coming 
in the store in constantly increasing 
numbers. He says that the firm feels 
that the campaign is paying them. 

It is the hardware men who feel the 
competition of the department store, 


the 5 and 10 cent store and the small 
shops that can use such a campaign to 
best advantage. But it is our convic- 
tion, after careful consideration, that 
ANY hardware store can afford to take 
a shot at a campaign of this sort. 

It will pay you to read the Peck & 
Fly ad very carefully. There’s many 
direct sales thoughts in it. Take stock 
of your women customers. Here’s your 
chance to increase their number. 


Store Paper in the Newspaper 


No. 2 (3 cols. x 10 in.) 

Several times in this department we 
have reproduced store papers which 
have been run in newspapers and com- 
mented upon the value of this indi 
vidual style of publicity. Many deal- 
ers have testified as to the good results 
obtained from “newspaper _ store 
papers.” 

Here comes another one. This time 
from Wolff, Kubly & Hirsig Co., Madi- 
son, Wis. Léuis Hirsig, of the firm, 
says that this form of store paper has 
been “a big trade winner.” There— 


“ 





WOMEN LIKE TO SHOP IN A STORE 
THAT IS KEPT CLEAN. We have, without 
doubt, oné of the cleanest, if not the cleanest 
store and stock in this section. Kept clean, 
bright and shining not only as a matter of 
personal and civie pride, but for your con- 
venience. 





For the aboye reasons, our women folk, from all over the county have come to 
think 6f us when in need of Household Hardware, they have come to regaré this 


WHY, THE WOMAN’S STORE? — 


Many of our friends referred to our ad of last week and asked, “Why, The Woman’s Store?” 
plied that term to us, some time ago, and gave the following reasons:—Women like to shop in a store that is kept clean, that carries a 
well assorted stock, thatis priced right and where they receive courteous attention. 


WOMEN LIKE TO SHOP IN A STORE WHERE THE 
PRICES ARE RIGHT. Ouir policy rigidly adhered to, is 
ONE PRICE TO ALL, no more no less. You buy just 
as cheap as your neighbor, he buys as cheap as you do 
EVERY ARTICLE in our store is marked with the sell- 
ing price in PLAIN FIGURES We are nut ashamed of 
any price, on any article, for. marking it pfainly, so that 
the world may see, we mist see to it 


in the first place 
that the price is right. 


in town 
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. The Winchester Store 





As ‘their store and are visiting us in constantly increasingly numbers, and, T 
we feel that we have justly earned the title of THE WOMAN'S STORE 


PECK Q@FLY 





it's clean 


Ford Delivery, 





1 The “why” of the “woman’s store” 
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If you have not already visited ns, make it convenient to do su the fi 
We do not ask yon fo biy, 
play of merchandise, note the full ljnes ‘ 
want to handle anything, you may, without fear of soiling either dress or al 


One of our valued customers ap- 


WOMEN LIKE TO SHOP IN A STORE THAT CARRIES 
A WELL ASSORTED STOCK. We claim to have f 
the largest and best assorted lines of Cutlery 
Kitchen and Shelf Hardware to be found it ' 
Intelligently and afbtractively displayed for 
inspec tion Up-to-date department store idews are up 
plied to hardware: for Tools, Sporting Goods, Dishes, 

Ware, & 1 e, Wood e, Cutlery, 
Cut Glass, Electrical Goods, Thermos Goods and Kitchen 
Needs are al! departmentized 


on 


Tools 





just stroll down our aisles 


tines 
md enjoy t 
carried the reasonable nd 


j 
prices 








The Woman's Store | 
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ANewHealth Scale 
In Every School 


We have put a New Ilealth Scale 
in every school in the city of Madi- 
ton, ond tney will be put in every 
rural school in the county within a 
short time, according to the visiting 
nurse, 

She finds that they are necessary 
+9 Keeping track of the children’s 

















h, and you will find a set just 

1 tluable in your own bathroom, 
are made of white enamel 
steel, with a perfect balance 6- 
tem, to tel you to the ounce st 
how much you are gaining or_bosing 
each day. Pach one is equipped 


sliding rod to me 
} 7 € 


asure height 


buil 


th can be set back 
ner complete! 





youtoftr 


Price $35.00 





THIS WEEK 


Business has been fine this week. 
This is, we believe, because both of 
our stores are filled with interest- 
ing, seasonable hardware. 


Our customers find in our gstocks 
just the things they need at this 
time of the year. Of course they 
are keeping us pretty busy, but still 
we can always find time to look af- 
ter each individual’s hardware needs. 


This keeping up to date is the 
chief function of any dealer, and we’ 
consider it an indispensable part of. 
our service. 


——_ 


AN EXPERT 
GRINDER 


“Jim” Sharp has been demon- 
strating the how and why of keeping 
tools sharp during the past week; 
and judging by the number of peo- 
ple interested in his work, we feel 
sure that he has given some valu-7J 
able instruction. 


A few months ago “Jim” conduct- 
e] some experiments out-‘at the 
University College of Agriculture to 
prove that 60 per cent more power 
Ss required to cut hay or grain with 
jull knives than with sharp knives. 
“Jim” feels that in time he can bring 
all farmers to realize the importance 
of using some such grinder as the 
Luther Hummer. Now, he claims, 
there is a lot of power (and that 
means money) being wasted by dull 
sharpened knives. 


THE GOOD 
HUNTER 


He knows that you can depend on 
Winchester Repeater shotgun shells. 
He knows that they are hard-hit- 


ting, and more than that he knows 
that the are just the thing for 
damp days. They never swell and 





jam in the gun. 


Toyland Is 
Now Ready 


Dear Boys and Girls: The second 
floor of our Pinckney street store is 
all filled with just the kind of toys 
you will want to see. 

We've got sofnme Yankee Tanks 
that run around the floor, climb over 
boxes, and maneuver just like the 
big tanks did over in France. Price 
$5.50. 


Possibly you would like to come 
ip and see the different pede-mobiles 








we bave in stock. They are equip- 
ped with everything to make them 
look like big cars. 

Maybe you would like to see the 
electric railways, the erector sets, 
and the hundreds of clever games 
we have on this fieor. 

And we have Kiddy Kars and lit- 
tle horses to ride and carts galore. 
Just bring your father or mother 
up some day and show them what 
you want. 


—_—— 


HOT COFFEE 


Good hot -coffee with’ your lunch 
makes it a full meal. That is why 
the Icy Hot lunch carrierg with icy 
hot thermos bottles find ready sal 

Price $4.00. 


The blue enamel Perfection Oil 


Heater ts a fine looking stove. And 
it is made to stay that way. The 
enamel looks as new after long 


usage aé it does the day it comes ovr 
of the store. 





Wolff, Kubly and Hirsig 


STATE AND GILMAN 


19 $.-PINCKNEY ST, 








2 A newspaper within a newspaper 


you have it all in a nutshell. 
duction showing just how to go about 


A repro- 
or three of 


Never use more than two larger cuts 
Keep prices 


smaller size. 


getting up one of these store papers 
and the testimony of one more dealer 
that they pay big. 

The issue reproduced is the fifth, and 
it runs every Sunday morning. If it 
pays big inside of five issues, isn’t it 
worth trying out? 

The success of these inside store 
papers recalls the fact that several 
large newspapers have at times run 
such inside papers as a special feature 
of their magazine section on Sunday. 
These little papers have always at- 
tracted a great deal of notice. “Hard- 
ware News” follows the same general 


principle. 
“Hardware News” is very well 
handled. It looks like a little news- 


paper. Regular headings are used and 


the cuts are limited in size and number. 


small. Avoid the appearance of an ad. 
Rather, simulate the look of the news- 
paper itself. 


Skating Time 


No. 3 (2 cols. x 7 in.). 

Hartley’s Hardware Store, East Pal- 
estine, Ohio, used this ad on skates 
which is a ready-made electro to which 
the firm’s name has been added. 

The illustration is unusually attrac- 
tive and tells the whole story of skating 
time as soon as one looks at it. With- 
out the attractive cut the ad would not 
be half so interesting and effective. 

Notice the border arrangement which 
has been used on this announcement. 
The combination of the light and heavy 
border gives a very pleasing and orig- 
inal effect. 
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Publicity Items 


Dealers generally will be very much 
interested in an ad used co-operatively 
by seven hardware dealers of St. Cloud, 
Minn. The ad announces a 10 per cent 
reduction in all prices, “not because the 
costs of hardware have declined, but 
for the reason that the people are look- 
ing forward to lower prices.” Such an 
ad as this stimulates buying yet gives 
every dealer a fair opportunity, such 
as indiscriminate and individual price 
cutting might not. The only article ex- 
cepted in the sweeping reduction was 
nails. The dealers co-operating: Lad- 
ner Hardware Co., Thielman Hardware 
Co., Powell Hardware Co., Paul E. 
Libert, St. Cloud Hardware Co., East 
Side Hardware Co. and the Schwarzen- 
bach Hardware Co. 


W. B. Lundy, advertising manager 
for Burke & Wright, Waukegan, IIl., 
sent us some Christmas ads and ask 
for our criticism. The page ad on 
Pyrex :is a winner. In conception and 
execution this ad is distinctly indi- 
vidual, and the firm is to be congratu- 
lated on the result. Our only criticism 
is that rather too many sub-display 
heads were used. Cut them down next 
time. The cuts were well placed. The 
“Shop Early” ad will interest other 
dealers. This was a listing with blank 
spaces for memos, topped with an at- 
tractive head, “Gift Suggestions.” The 
toy ad is also well handled, but con- 
tains too much type in capital letters. 
Use them sparingly—they’re difficult to 
read. 


H. A. Rosenwald, of the F. J. Rosen- 
wald & Son, Bellingham, Minn., sent us 
a Christmas ad which we like and don’t 
like. We like the border, the head in 
Old English type, the panel divisions, 
the clean-cut illustrations and the gen- 
eral tone of the copy. But all these 
good things are almost nullified by the 


(Continued on page 88) 


SWIN CHESTER 








WINCHESTER 
SKATES 


For Speed and Easy Skating 


S a skater you know the name Barney & Berry. 
A You also know the name Winchester, used all 
over the world in place of “rifle.” These two names 
on skates now mean more satisfaction. 

Made of their own special grade of finest skate steel 
- tight, secure fastenings—blades for highest speeds 
a: d quickest stops and turns. w 

Come in and see them—all grades and sizes. 


Hartley's Hardware 


EAST PALESTINE, OHIO 
tHe WINCHESTER store 
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3 General talk on skates 
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ARKET REPORTS 


on TRADE CONDITIONS 
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Office of HARDWARE AGE, 
239 West 39th St., 
New York, Jan. 17, 1921. 

OBBERS report a slight improve- 
J ment in business since the first of 

the year, and say that the retailers 
in this section have opened up a little, 
and are buying a wider variety of goods 
and are buying more ata time. This does 
not mean, however, that a tremendous 
buying boom has set in, but it is con- 
sidered by local authorities that the 
slight change for the better bids fair to 
continue. Some jobbers say that the 
slight recessions in price, on certain 
items, have been a factor in stimulating 
the retailer’s buying, but others remark 
that the decreases were so slight that 
effect from that source would hardly 
be noticed. Unquestionably the fact that 
price decreases were slight has had a 
strengthening tendency on the market. 

Although the local retail trade is 
buying better, it is reported that but 
a small volume of retail business has 
been done during the past two weeks. 
The outlook is considered as being 
favorable, and both wholesalers and re- 
tailers express confidence in the future. 

Annual inventories are nearly com- 
pleted and the conferences between 
manufacturers and distributors are 
nearly over, so that next week’s market 
report may have some more news on 
price changes. Salesmen have returned 
to their territories and report better 
business than was obtained any time 
during the month of December. 

One jobber expressed the opinion that 
there was a large element of human 
nature behind the slight improvement, 
as every one has been primed up for 
the past three months to believe that 
business would be better after Jan. 1. 
When the first of the year arrived they 


felt that “better times’ were here. 
Consequently, buying was a little 
heavier, 

Bolts and Nuts.—Although quiet, 


there is a good, consistent interest 
maintained locally for all items listed 
under this heading. 


Common carriage bolts, all sizes, are be- 
ing quoted 15 and 6 per cent. Machine 
bolts, all sizes, 25 and 5 per cent. Stove 
bolts, 70 per cent. Common tire bolts, 50 
per cent. Sink bolts, 70 per cent. 

Hexagon machine screw nuts, iron, 20 
per cent. Brass, 4/32 to 8/32 in., 50 and 
: er cent; 10/32 to 12/32 in., 40 per cent; 
4/32 in., 30 per cent. Lock washers, 40 


per cent. 
Semi-finished hexagon nuts, 9/16 and 
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smaller, 50 and 10 per cent %& and larger, 
50 and 10 per cent. Lag screws, 40 and 5 
per cent. 

Toggle bolts, steel, bright finish, 50 per 
cent. 

Iron rivets, 35 and 5 per cent; copper 
rivets, 50 and 5 per cent; black tinners’ 
rivets, 35 and 5 on new list; tin tinners’ 
rivets, use black list plus $7.25 per 100 Ib. 


Butts.—Prices and interest in butts 
have been more or less steady for some 
stocks have been adequate and the de- 
mand fair. New prices given out last 
week are listed here. The change rep- 
resents a slight decrease. 

Narrow steel butts, galvanized, with 
brass pins furnished with screws 1% in., 
$2.30 per doz. pairs; same, 2-in., $2.40 per 
doz. pairs; same, 3-in., $4.15 per doz. pairs; 
same, 4-in., $8.65 per doz. pairs. 

Braces.—This item is part of a list of 
tools, and is a staple product. Interest 
in braces has been and continues steady. 
Stocks are very good. The following 
new prices are announced. 


Ratchet braces, ball bearing, forged steel, 
alligator jaws, barber chuck open ratchet. 


Stained hardwood head and handle. Metal 
parts polished and nickeled, 8 in. sweep, 
$33.93 per doz., same with 10 in. sweep 
$34.67 per doz., same with 12 in. sweep, 
$35.66 per doz. Same style, malleable iron, 
steel sweeps and jaw sockets with 8 in. 
sweep, $27.52 per doz.; same with 10 in. 
sweep, $27.87 per doz; same with 12 in. 
sweep, $28.25 per doz. 


Furnace Scoops.—Firm prices and 
moderate interest continue in this line. 


Furnace scoops, hollow back, black steel 
blade, D and long handle, $10.53 per doz. 
Same, riveted back, black steel blade, D 
and long handle, $14.21 per doz. 

Food Choppers.—Food choppers have 
been steady sellers and an ample supply 
has been available. The following new 
prices were given out this past week. 

Food choppers, tinned, open case, three 
cutters with each machine, 2 Ibs. per 
minute capacity, $26.75 per doz. Same, 3 
lbs. per minute capacity, $30 per doz. 
Same with 5 Ibs. per minute capacity, $40 
per doz. Food choppers, tinned, self-clean- 
ing and self-sharpening, five reversible 
steel cutters, with each machine, 1 lb. per 
minute capacity, $16.65 per doz. Same, 2 
Ibs. per minute capacity, $24.75 per doz. 
Same with Ibs. per minute capacity, 
$40.50 per doz. 

Galvanized Ware.—A local jobber es- 
timated that buying at present repre- 
sented about 20 per cent of normal. If 
building opens in the spring there is a 
possibility of a shortage in sheets. 

Galvanized sheet is being quoted: No. 28 
$7 to $7.50 per 100 Ib. Galvanized 
8-qt., $5; 10-qt., $5.75; 12-qt., $6.65; 
16-qt., $8.90; heavy, 12-qt., $8.70; heavy, 
16-qt., $12. Wash tubs, No. 1, $16.80; No. 
2, $18.60; No. 3, $22.05; all per doz. 

Game Traps.—Traps are for the most 
part inactive. No price changes have 
been reported. 

Jump traps (Blake & Lamb), with chains, 
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No. 0, $2 per doz.; No. 1, $2.95 per doz.; 
No. 1%, $4.50 per doz.; No. 2, $7 per doz.; 
No. 3, $9.47 per doz.; No. 4, $11.07 per doz. 

Triumph traps, with chains, No. 10, $1.85 
per doz.; No. 11, $2.15 per doz.; No. 11%, 
$3.30 per doz.; No. 12, $4.60 per doz.; No. 
13, $7.84 per doz.; No. 14, $9.40 per doz. 

Victor traps, No. 0, $1.71 per doz. with- 
out chains, $1.34. No. 1, $2.01 per doz.; 
without chains, $1.52. No. 1%, $3.05 per 
doz.; without chains, $2.44. No. 3, with 
chains, $7.15 per doz. No. 4, with chains, 
$8.60 per doz. No. 1 Giant, with chains, 
$2.66 per doz. 

Oneida jump traps, No. 9, 
$2.37 per doz.; without chains, $1.75. No. 
1, $2.75 per doz.: without chains, $2.12. No. 
1%, 

Cc 


with chains, 


$4.23 per doz.; without chains, $3.25. 
No. 12, with chains, $7.12. No. 91%, with 
hains, $5.25 per doz. 
Hay forks, 2 tines, 5%-ft. handle, plain 
ferrule, $14.11 per doz.; 3 tines, strapped 
ferrule, 51%4-ft. handle, $14.75. 


Glass Drawer Knobs.—Knobs of this 
variety are in fair demand, and the local 
stocks are entirely adequate. Prices 
are steady. 

Glass drawer knobs, bolt and nut, nickel 
plated, %-in., $2 per doz.;: same, 14-in., 
$2.40 per doz.; same, 1%-in., $3 per doz. 
Glass drawer knobs, fancy design, brass 
mounting. iron screw, %-in., $2.50 per doz.; 
same, $1%4-in., $3.10 per doz. é ( 
in., $3.40 per doz. Plain glass drawer 
knobs, brass mounting, iron screw, % 
$2.50 per doz.; same, 1-in., $2.75 per 
same, 1%-in., $3.10 per doz.; same, 1%-in., 
3.40 per doz. 

Ice Skates.—The weather in this lo- 
cality has been exceptionally mild and 
the demand for ice skates has been 
slight. Skates, however, are not plenti- 
ful, but prices remain unchanged. 


Ice skates, runners of cast steel, polished, 









$1.04 per pair; ladies’ style, $1.31. Men’s 
hockey skates, cast steel blades, nickel 
plated, $1.40 per pair; ladies’, same, $1.53 
per pair Hardened steel blades, nickel 
plated, $1.88 per pair; girls’, same, $2.48. 


Tempered steel blades, extra polished, full 
> 76 : 


nickel plated, all sizes, $2.75 per pair. 

Lanterns.—During the past week it 
was reported by some of the local job- 
bers that the local supply of lanterns 
was gradually improving. Most of the 
jobbers in this section, however, have 
rather broken stocks. Prices continue 
firm. 


Hy-Lo-tin lanterns, $9 per doz.; Victor 
tin lanterns, $10.25 per doz.; Monarch tin 


lanterns, $10.25 per doz.; Junior brass lan- 
terns, 
$14.25 


$18 per doz.; Blizzard tin lanterns, 
per doz.; 3uckeye dash lanterns, 
per doz.; Roadster wagon lanterns, 
per doz.; Eureka driving lanterns, 
plain lens, $19 per doz.; watchman’s mill 
lanterns, enamel finish, $25 per doz.; Im- 
perial platform lanterns, $9.75 each. 


Levels—The demand for levels is 
not very heavy, but if building in spring 
assumes large proportions the demand 
will probably increase and become very 
active. New prices are given herewith. 


Levels, pocket type, iron, 3 in., japanned, 
$1.75 per doz.; pocket level, hexagon shape, 
brass, nickel plated, proved glass, 2 in., 





.25 
$18.25 
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$3.60 per doz.; same 2% in., $4.08 per doz.; 
same, 3% in., $6 per doz.; same, 4 in 
$7.25 per doz. 


Linseed Oil.—Business is being done 
in small lots. Buyers of single and 5- 
bbl. lots continue to buy actively, prob- 
ably because of the clemency of the 
weather, which is permitting work both 
inside and out to continue without in- 
terruption. Business among tHe big 
consumers has been very dull and in- 
active. 

Prevailing 
Linseed oil, 


section are: 
lots, 75c. to 


prices in this 
raw, in carload 


77c. per gal. In lots of more than 5 bbl., 
80c. to 83c. per gal. In lots of less than 
> bbl, 838c. to 86c. per gal. Oil in half 
barrels, 5c. extra. Boiled oil, 2c. extra, 


and double boiled oil, 3c. extra. 

Nails.—Nails continue to be a dull 
item, but many jobbers report that the 
demand is coming and so they are put- 
ting in stock while the good deliveries 
are available. Prices are unchanged. 

Current prices prevailing in this section 
still vary considerably. For wire nails the 
prices range from $4.50 to $5, base, per keg. 
For cut nails prices range from $7.59 to 
$8.75, _base, per keg. The average retail 
price in this section is at present $7, base, 
per keg, for wire nails, although it is ex- 
pected that this price will drop within the 
next two weeks. Wire nails. per Ib.. are 
sold retail at approximately 10e. per Ib. 

Copper wire nails, 5 Ib. to a box, 1 in., 
49c. 14% in., 48c. per Ib.; 1% in., 
2 in., 3 in., 47¢c. per lb. Copper 
cut nails, 5 Ib. boxes, 1% in., 50c. per Ib.; 
2 in., 2% in. and 3 in., 49c. per Ib. 


Naval Stores.—The local market be- 
comes increasingly steadier, with more 
interest being shown on the part of buy- 
ers. Prices for the most part are steady 
without a range in the quotations. 

Turpentine is being quoted locally, yard 
basis, 75c. per gal. Rosin, 280 Ibs. to the 
barrel, is $9 for all grades except the fol- 
lowing three, which are as given. Grade N 
is $9.25, WG is $9.50, WW is $9.75. 

Rope.—tThe long-expected recession in 
rope prices came through this past 
week. The buying so far continues to 
be from hand to mouth, but the change 
in prices is expected to steady the 
market. The prices are considered 
lower than is warranted with the pres- 
ent market price of raw _ material. 
Twine prices are unchanged. 


The new price on Manila is 20 cents per 
Ib. Sisal, No. 1 grade, 15c. per Ib.; sisal, 


No. 2 grade, 13c. per lb.: hardware grade, 
17c. per Ib. Bolt rope, 24c. per Ib. Lath 
Office of HARDWARE AGE. 
1505 Otis Building, Chicago, Il., 
Jan. 11 


‘EVERAL price changes have just 
tJ) been announced by Chicago jobbers. 
None of them are large and many of 
them only affect minor items. The 
tone of most staples and of the market, 
in general is steady. Prices are not 
firm in the sense that immediate 
changes are unlooked for but steady— 
in the sense that no sweeping revisions 
are being made. Nor are any such 
changes in sight. Still further conces- 
sions of five to ten per cent are prob- 
able on numerous lines. 

The volume of business has picked 
up over the first week in the new year. 
Still further increases are looked for 
as merchants complete inventories and 
realize their needs. There seems to be 
a hopeful attitude on the part of re- 


HARDWARE AGE 


yarn, first grade, lic. to 18c. Jute twine, 


wrapping, best grade, 24%c. to 2ic. India 
hemp twine, No. 6 grade, 19c. to 21c. 
Screws.—The demand for screws 


varies but little from month to month. 
Fair business is being done. In most 
sizes the jobbers have adequate stock. 
Prices are unchanged. 

Assorted wood screws, bright, 12c. per 
lb.; dowel screws, 1% in., bright iron, 38c. 
per gross; same, 2 in., 55c. per gross; metal 
side knob screws, iron blued, 38c. per gross; 
same in brass, %5c. per gross; assorted iron 
set screws, packed in boxes of 50, $1.10 per 
box; same, in boxes of 100, $2.25 per box; 
hexagon head cap screws, assorted in boxes 
of 50, $1.70 per box; same, in boxes of 100, 
$3.50 per box; flat head, bright, 70 per cent 
and 20 per cent in gross lots, 70 per cent 
and i5 per cent in less than 10 gross Icts; 
same galvanized, 52%—15 per cent; round 
head iron screws, blued, 65 per cent and 
20 per cent in 10 gross lots; same, nickeied, 
55 per cent—15 per cent; round head brass 
screws, 574% per cent—15 per cent; flat head 
brass screws, 60 per cent—15 per cent; 
round head nickeled brass screws, 6242 
per cent—15 per cent; machine screws, iron, 
66% per cent; same, brass, 50 and 10 per 
cent; thumb screws, list plus 30 per cent: 
iron set screws, 6 in., 60 per cent and 10 
per cent, 5% in., 60 per cent. 

Shovels.—Prices continue along with 
but a fair demand. Stocks are ample. 

Maynard pattern, No. 2 size, solid socket 
shank, high carbon steel, full polished, 
square and round point, D handle, $18.94 
per doz. Round point, D and long handles, 
full polished, plain back, No. 2 size, $14.76 





per doz.; same, with square point, $15.78 
per doz.; Bakers’ shovel, black steel blade, 
riveted back, 6-ft. handle, $25 per doz.; 


same with 8-ft. handle, $27.50 per doz. 

Sidewalk Scrapers.—Firm prices and 
moderate interest are the two notable 
features about this line. 


Prevailing prices, f.o.b. New York, are: 
Solid shank, 6% x 5% blade, 4-ft. handle, 
$6.25 per doz. Solid shank, extra quality, 
7 x 6 blade, 4-ft. handle, $7.50 ver doz. 
Extra heavy socket, 7 x 6 blade, 4-ft. 
handle, $10 per doz. 

Snow Shovels.—Steady prices, with 
continued fair demand. 

Prevailing prices, f.o.b. New York, are: 
Two riveted steel snow shovels, 14 x 11%-in. 
blade, $9 per doz.; 2 riveted steel snow 
shovels, 15 x 11% in. blade, long square 
handle, $11.25 per doz. Galvanized. 21% x 
16-in. blade, reinforced back, straight han- 
dle, $17 per doz. 

Snow pushers, 24 x 13 x 1%-in.. $36 per 
doz.: snow pushers, 30 x 13% x 1% in., $40 
per doz. 


Stove Pipe.—The demand for stove 
pipe seldom varies and at the present 
time is quite nornial.’ The following 
new prices were given out this week: 
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tailers toward spring needs and many 
items for spring selling are being 
heavily ordered for future delivery. 

Wheelbarrows, eaves trough and con- 
ductor pipe, roller skates, coasters, 
glass, sash cord, sash weights and wire 
goods, especially poultry netting and 
wire cloth are all items that merchants 
are ordering for spring demands and a 
good total of business in these lines is 
being realized. 

The trade is slow in buying galvan- 
ized ware, an attitude which the lead- 
ing Chicago jobber believes is ques- 
tionable. This wholesaler is making 
an April 1 dating on galvanized pails 
and tubs and is guaranteeing them 
against price declines so with such 
terms there seems to be no good reason 
for not buying now. Builders’ hard- 
ware is expected to show some activity 
from now on. Reductions previously 
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Black iron stove pipe, No. 28 gage, 1) 
lengths to the bundle, 4-in., $2.75 per doz. 
lengths. Same, 5-in., $3.25 per doz. lengths 
Same, 6-in., $3.75 per doz. lengths. 

Elbows, black iron, No. 28 gage, 1 doz, 
to a bundle, 4-in., $2.40 per doz. Same. 
yg 2.70 per doz. Same, 6-in., $3.35 per 
aoz. 


Wire Goods.—The present wire mar 
ket is rather inactive. New prices for 
annealed wire announced last week are 
given in bold face type. 


Annealed wire, galvanized in stones of 
12 Ibs. each, are quoted per 100-Ib. lots at: 
No. 16 gage, $10.50; No. 17 gage, $11; No, 
18 gage, $11.50; No. 19 gage, $12.15; No. 29, 
gage, $12.85; No. 24 gage, $14. Same, plain, 
No. 16 gage, $7.50; No. 17 gage, $8; No, 
18 gage, $8.50; No. 19 gage, $9; No. 20 gage, 
$9.50; No. 24 gage, $11.50. 

3arbed wire is being quoted at $7 per 
100 lb. for both 3 point 4 in. and 4 point 6 
in. Ribbon wire is $8.75 per 100 lb. Twist 
wire, 12 gage, is $7 per 100 Ib. 

Dull galvanized screen wire, 12 mesh, 
from New York stock, $3.30 per 100 sq. ft.: 
13 mesh, extra heavy, $5.35 per 160 sq. ft. 
Bright galvanized wire and copper edge 
(pearl wire), 12 mesh, $4.50 per 100 sq. ft.: 
14 mesh, heavy, $6 per 100 sq. ft. Copper 
wire, 14 mesh, $10.50 per 100 sq. ft. Poultry 
netting, f.o.b. New York is 35 per cent off. 

Poultry netting staples in 100 Ib. kegs, 
$9 per keg. 

P. S.—Cordley & Hayes, 9 Leonard 
Street, New York, has announced the 
following new price list, effective Jan. 
10, 1921. 


Pails—‘‘Fibrotta,’’ $12 per doz. 
$13.80 per doz. Deck. $17 per doz. 
fire, Star brand, $22 per doz. 
fire, Star brand, $21 per doz. 
fire, Star brand, $15 per doz. 

Spittoons—No. 2 all Fibrotta, 
Same, No. 3, 


Lady, 
Labeled 
Standard 
“Fibrotta” 


22 per doz 
$19.20 per doz. o. 2, white 
top, $23 per doz. Same, No. 3, $20.20 per 
doz. No. 2, Indu Namel, $22 per doz. 
Same, No. 3, $19.20 per doz. Brass top 
27 per doz. Nickel top, No. 2, $29 per doz 
Same, No. 3, $22. Spittoon bottom, No. 2, 
$13 per doz. Same, No. 3, $11.20 per doz. 

The National Lead Co., 111 Broad- 
way, New York, announce the following 
new prices on white lead and oxides, 
effective Jan. 7, 1921. 


White lead, dry and in oils, 100-lb. kegs, 
13c. per lb.; 25 and 50-lb. kegs, 13\c. per 
Ib.; 12%4-lb. kegs, 13%4c. per Ib.; in 5-lb. 
cans, 16c. per lb.; 1-lb. cans, 18c. per can 

Red lead in oil, 100-lb. kegs, 14%c. per Ib.; 
25-lb. and 50-lb. kegs, 14% c. per lb.; 12%- 
lb. kegs, 15c. per Ib. 

Red lead, dry, 100-lb. kegs, 13c. per Ib.: 
25-lb. and 50-lb. kegs, 13%4c. per Ib.; 12- 
lb. kegs, 13%c. per Ib. 

Litharge, 100-lb. kegs, 13c. per Ib.; 25-lb 
and 50-lb. kegs, 13%4c. per Ib.; 12% -lb. kegs, 
13%c. per Ib. 


reported on butts and hinges and those 
just announced on barrel bolts, cast 
iron and steel screen door hinges and 
lower prices on barn door hangers 
should lead to buying. 

Several retailers told HARDWARE AGE 
last week they were having satisfac- 
tory January business. The trade re- 
sponds well to the special sales usual 
now. 

With many mills and factories re- 
suming operations after inventory shut- 
downs the employment situation in this 
district is materially better. The de- 
pression which is always felt in a com- 
munity when industries close is being 
lifted in several@towns and_ cities 
around Chicago. The signs point to- 
wards materially decreased nervous 
ness and greatly increased confidence 
among jobber and retailer. 

Collections are good and the sales 
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totals compare well with the corre- 
sponding period last year. 


Automobile Accessories.—The  off- 
season quietness in this business pre- 
vails. Sales are small compared with 
mid-summer but not far below the 
usual January turn over. The absence 
of cold weather has materially slowed 
up demands for anti-freeze solutions, 
chains and blankets; but the fact that 
more cars are in use has helped demand 
for tires, tubes, spark plugs, ete. 
Prices are unsteady but not actually 
changed, save the reduction previously 
recorded on Champion spark plugs. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: DeLuxe long-handled standard jacks, 
$8.50 each; No. 1 standard jack, $3.25 each. 
Twin cylinder foot pumps, $1.25 each; 
Simplex jack, No. 36, $2.10 each; Stewart 
hand horn, $3.50 each; Howe _ spotlights, 
$3.90 each; Weed chains, 30 x 3%, $5 per 
pair, with 25 per cent off in lots of one 
dozen pair and 33% off in lots of more 
than one dozen pair; Rid-O-Skid chains, 
$2 to $2.65 per pair; inner tubes, red, 30 x 
3%, $2.50 each; gray tubes, 30 x 3%, $2.05 
each; Lyon bumpers, $10.25 each; Bethle- 
hem spark plugs, , porcelain type, 36c. to 
58c.; Hercules Giant, 55c. to 60c. each; 
Hercules Junior, 27c. to 35c.; Hel-Fi stand- 
ard plugs, 42c. to 52c. each; Hel-Fi tractor 
special, 83c. to 97c. each; A. C. Titan plugs, 
58c. each; A. C. Cico plugs, 48c. each; 
Splitdorf plugs, 70c. to 78c. each; United 
plugs, junior, 40c. each. Bethlehem spark 
plugs, special Ford type, quantities of 10 
to 1500, 46c. to 35c. each; standard porcelain 
type in same quantities, 56c. to 47%4c.; mica 
type, 78c. to 65c.; Champion X plugs, 58c. 
each; Champion O plugs, 50c. each; Cham- 
pion Heavy Duty plugs, 58c. each. 

Axes.—Business is normal 
with quotations unchanged. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Single bitted first quality black axes, 
3 lbs. to 4 Ibs., $17.50 base; second quality 
black unhandled axes, $13.75 base; handled 
axes, $3 to $5 per doz. extra, according to 
grade. ; 

Alarm Clocks.—The demand is in ex- 
cess of supply. January allotments 
are not fully received and will be no 
more than sufficient to partly fill orders. 


Prices are firm. 

Ash Sifters.—There is no scarcity in 
ash sifters. Prices still withstand the 
reductions which have occurred in other 
galvanized lines. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Common wire cloth hand barrel 
sifters, $4.50 per doz.; galvanized rotary 
barrel sifter, $39 per doz. 


Builders’ Hardware.—Cast iron and 
steel screen door hinges have been re- 
duced 10%. Richards-Wilcox Mfg. Co. 
have announced a reduction of 10% on 
barn door hangers and track. Wrought 
iron barrel bolts are off about 10%. 
Several small items made by Stanley 
are 8 to 12% lower. Lock sets and 
ornamental hardware are holding firm 
in price. The trade seems agreed the 
1921 building volume will be much 
larger than that of 1920. “If we have 
the demand I look for and everyone I 
talk with looks for,” said a large buyer, 
“prices cannot decrease greatly as de- 
mand will prevent that.” 


Copper.—Sheet copper and bottoms 
are reduced 1c. per pound. Copper 
rivets and burrs are unchanged. 


We quote from jobbers’ stocks, f.o.b. Chi- 
ago: Standard size 14 oz. cornice copper 35c. 
per Ib.; 14 oz. oval boiler bottoms, 45c. per 
\b.; No. 7 straight sizes copper rivets and 
burrs 37c. per Ib 


Cotton Gloves.—The market has held 
its own since the reductions announced 


in axes 
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a few weeks ago, prices here being for 
either immediate or future shipment. 

We auot» from jobbers’ stgcks, f.o.b. Chi- 
cago: Competitive grade knit wrist gloves, 
$1.30 doz. pairs; heavy grade knit wrist 
gloves, $1.90 doz. pairs; heavy cotton 
gauntlets, $2.50 doz. pairs. 

Eaves Trough and Conductor Pipe.— 
Spring business is now in order on 
these items. Prices have been made 
for future delivery and are given here. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: 29-gage, 5-in. lap Joint eaves trough, 
$6.30 per 100 ft.; 20-gage, 3-in. corrugated 
conductor pipe, $6.20 per 100 ft.; corru- 
gated conductor elbows, $1.94 a doz. 

Eye Hammers and Sledges.—Prices 
are the same and the demand is about 
normal for these goods. 


We quote from jobbers’ stocks, f.o.b. Chi- 


cago: Blacksmith’s striking and_ stone 
sledges, 5 Ibs. and over, 12c. a Ib 
Flint Paper.—The market seems 


rather firm and there is no material 
falling off in demand. Stocks are in 
good shape for prompt shipment. 

We quote from jobbers’ stocks. f.o.b. Chi- 
cago: First quality Flint paper No. 0, $5 
per ream; second quality No. 0, $4.50 per 
ream; first quality emery cloth No. 0, $30 
per ream. 

Firearms.—The general tone of 
prices is firm. Three numbers in rifles 
have been reduced by Savage but these 
reductions have been expected for some 
time and other items are not affected. 
Jobbers are not looking for any further 
changes on rifles or shot guns. Colt 
revolvers have been reduced on an aver- 
age of 742%. 

Files.—Jobbers have good stocks in 
files and are making prompt shipments. 
Nicholson files have changed from 50% 
off to 40-10-5% off. 


Furnace Scoops.—Demand has les- 
sened for furnace scoops and the item 
will soon be out of season. Prices are 
unaffected. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Hollow black furnace scoops, $11 per 
doz.; riveted black furnace scoops, $15 per 
doz. 

Galvanized Ware.—Retailers are be- 
ing urged by the jobber to buy tubs 
and pails for spring business. The 
leading local jobber is selling with an 
April 1 dating and a guarantee against 
price decline and subject to cancella- 
tion if another jobber “beats the price.” 
These terms protect the retailer who is 
now covering his early season require- 
ments. 

Handles, Wood.—There is no change 
in the market either in volume of busi- 
ness or price. 

We quote from jobbers’ stocks, f.o.b. Chi- 
eago: No. 1 hickory axe handles, $4 per 
doz.; No. 2, $3 per doz.; finest selection 
white second growth hickory axe handles, 
$6.30 per doz.; special white second growth 
hickory axe handles, $5 per doz.; No. 
hatchet and hammer handles, 85c. per doz.; 
second growth hickory hatchet and ham- 
mer handles, $1.60 per doz. 


Hatchets.—Steel handled riveted 
hatchets have declined 10%. Wooden 
handled hatches are unchanged. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: No. 2 extra quality broad hatchets, 


$24.20 per doz.; competitive grade, $17.25 
per doz. and up; warranted shingling 
hatchets, $17.35 per doz.; competitive 


forged hatchets, $10.25 per doz. No. 20 claw 
hammer, steel handled, $6.50 doz. 


Hammers.—An active demand for 
hammers is noted with prices un- 
changed for the past several weeks. 
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We quote from jobbers’ stocks, f.o.b. Chi- 
cago: No. 11% first quality shingling 
hammers, $15.50 per doz.; regular first 
quality 16-oz. nail hammers, $14.75 per 
doz.; competitive grade nail hammers, $12 
per doz., polished, and $8 per doz., galvan- 
ized finish 

Hose.—Prices are not changed since 
the 15% reduction made last month. 
There is a good demand for spring de- 
livery. 

Hods Coal.—Stocks are showing 
some holes but the jobber is still able 
to fill most orders, which are less heavy 
than in December. 


Ice Skates.—Demand is small. Christ- 
mas sales were good but retailers are 
not placing large replacement orders as 
the weather is unfavorable. 

Jack Screws.—No new developments 
either in price or demand is reported 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Jack screws, list less 30 per cent. 

Lanterns.—With leading makers an- 
nouncing that prices will be unchanged 
during the first six months of 1921 the 
market has settled down to steadiness. 
Production is still restricted and no 
large stocks are believed to exist. 

We qucte from jobbers’ stocks, f.o.b. Chi- 
cago: Dietz No. 2 cold blast lanterns, 
$14.25, with large fount, $15.75; best tubular 
lanterns, $9.25; Competition lanterns No. 
2 tubular, $7.50 per doz.; No. 2 tubular cold 
bldst Competition, $10.85 per doz. 


Nuts and Bolts.—Stocks are plenti- 
ful. All sizes are available and quan- 
tity shipments can be made promptly. 
Prices are unchanged since the recent 
sweeping reductions of about 30%. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Large size carriage bolts, 20-10-5 
per cent discount; small sizes, 30-10 per 
cent discount; large size machine bolts, 
30-5 per cent discount; small sizes, 40-5 
per cent discount; stove bolts, 60-10 per 
cent discount; lag screws, 40-10 per cent 
discount. 

Nails.—Current demand for nails is 
reflecting the mid-winter lull in build- 
ing, but there is at least the usual ac- 
tivity in this item for this time of year. 
While jobbers have stocks they are not 
piling up any reserve and a buying rush 
would soon bring about a shortage. 
Prices hold to $4.15 base. 

We quote from jobbers’ stocks, f.0.b. Chi- 
cago: Common wire nails, $4.15 base per 
keg. 


Paints and Oils.—Radical reductions 
in leading paint and oil products are 
announced. Linseed oil is*at the low- 
est level since war inflation. White 
lead is off $1.25 per 100 as against 
December prices and about $2.50 as 
compared with last summer’s peak. 
Turpentine has receded to a new low 
price and denatured alcohol which has 
held firm at 90c. for months has under- 
gone a slump of 5c. per gallon. Mixed 
paints have been lowered several weeks 
ago in anticipation of lower costs of 
raw materials. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Raw linseed oil in single barrels, 
94c. per gal.; five barrels or more one 
delivery, 89c. per gal.; boiled linseed oil, 96c 
per gal.; five barrels or more one delivery. 
91e. per gal.; strictly pure turpentine, $1.07 
per gal.; denaturated alcohol in barrel lots 
&5c. per gal.; strictly pure white lead, 100 
lb. kegs, 13c. per Ib. 


Post Hole Diggers—The leading 
Chicago jobber is selling under the 
market, the price quoted here being less 
than the usual prevailing quotation. 
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Rope.—Rope prices show no change. 
Most of the demand is for spring de- 
livery. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago; No. 1 manila rope, standard brands, 
25%c. to 2614c. base; No. 2, 24%c. to 25%c.; 
No. 1 sisal rope, full coils, standard brands, 
No. 1, 16%c. to 17%c.; No. 2 sisal rope, 
14%c. to 15%c. 


Sash Cord.—Sharp declines on sash 
cord are out. The reductions are about 
33 1/3% from the former prices. This 
radical change is caused by the general 
weakness of the raw material market. 
A slight concession on these prices will 
be made for orders of full bundles, con- 
sisting of six dozen of a single size. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: No. 7 common sash cord, $7.50 a 
doz. hanks, No. 8 common sash cord, $8.65 
a doz, hanks. 


Steel Sheets.—A quiet market is rul- 
ing in steel sheets. Mills are running 
low but find curtailed output sufficient 
to meet demands. Prices are _ un- 
changed with tendencies towards weak- 
ness. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: 28-gage galvanized sheets, $7.60 per 
= lbs.; 28-gage black sheets, $6 per 100 

Roller Skates.—Prices for spring are 
out on roller skates and show a slight 
reduction as compared with 1920 prices. 
The heavy buying season for this item 
is here and goods are moving in volume. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Boys’ ball bearing roller skates, $2.55 
per pair; girls’ ball bearing roller skates, 
$2.65 per pair. 

Solder.—The usual sale of solder is 
reported at prices unchanged for sev- 
eral weeks. 


We cguote from jobbers’ stocks f.o.b. Chi- 
cago: Warranted 50-50 solder in full case 


Office of HARDWARE AGE, 
612 Tremont Building, 
Boston, Jan. 15, 1921. 

USINESS in the local hardware 

market holds up remarkably well, 
all things considered. Individual 
orders in a majority of cases are for 
small amounts of merchandise, but 
each house is securing quite a number 
of them daily, and the aggregate is 
quite satisfactory. Heavy hardware 
firms say that an occasional good sized 
order is received, in some instances for 
one kind of material but more often 
for a number of things. One of the 
encouraging features of the shelf hard- 
ware business is the buying by retail 
concerns for spring delivery. There is, 
of course, no momentum to such a buy- 
ing movement, but the fact that it has 
started certainly is encouraging to the 
wholesale dealer and manufacturer 
alike. 

Further priee changes are an- 
nounced, mostly in items of secondary 
importance to the hardware trade. 
There has been, however, another 
downward movement in many prices on 
iron and steel, and it is stated on ex- 
cellent authority that a change in bolt 
and nut quotations is in the making. 
But apparently the whole price situa- 
tion is a great deal less acute than 
anticipated, the fear of open price 
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lots, 25c. per lb.; less than case lots, 27c. 
per lb. 

Shovels.—The market seems to trend 
towards firmness on shovels with the 
demand ordinary. 

Sash Weights.—Important reductions 
on sash weights are now effective. The 
decline is from $72. the price ruling 
Oct. 1 to $55. The item has been in- 
active for several weeks and has not 
been quoted. During that time it 
would have been possible, of course, to 
have secured a better price than that 
of $72. Anticipated building demands 
are expected to spur orders for this 
material. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Quantity orders factory shipments, 
$55 per ton, small lots from stock, f.o.b. 
Chicago, $60 per ton. 

Stove Boards.—Spring prices on 
stove boards have been fixed at the 
same levels as those prevailing during 
the winter. Manufacturers state their 
costs have been based on the corpora- 
tion’s prices for metal and as these 
have shown no material change they 
are unable to alter the quotation. 


We quote from jobbers’ stocks, f.0.b. Chi- 
cago: Wood lined crystal stove boards, 
24 x 24, $13.65 per doz.; 26 x 26, $16.05 per 
doz.; 28 x 28, $18.85 per doz.; 30 x 30, $21.30 
per doz.; 83 x 33, $25.50 per doz.; 36 x 36, 
$30.50 per doz. 

Screws.—Changed prices are out on 
screws. The reductions amount: to 
about eight per cent, the discounts be- 
ing off 2% points which figures out 
closely to eight per cent. The demand 
is not notably heavy. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Flat head bright, 70-20 per cent off 
list; round head blued, 67%-20 off list; flat 
head brass, 60-20 off list; round head brass, 
5714-20 off; japaned, 57%4-20 off list. 
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slashing having passed. The more 
confident sentiment possibly is based 
to a large extent on the slow but grad- 
ual improvement in the general New 
England industrial situation. True it 
is that many thousands of employees 
are out of work, but it is equally true 
that the unemployment situation is im- 
proving faster than many realize. 

As a purely local question, the build- 
ing situation is not as favorable as it 
might be. Some weeks ago a strike 
of plasters was called and since then 
a threat has been made to call a gen- 
eral strike in the builders’ crafts. The 
general strike has not been called, how- 
ever, possibly because the master build- 
ers, it is understood, stand ready to 
fight for the open shop. There the 
matter rests to-day. ,The uncertainty 
naturally causes somé concern in Bos- 
ton hardware circlés due to a general 
belief that if the labor situation was 
clearer building would increase. In 
some quarters it is felt that if a gen- 
eral strike is called it might have at 
least a sentimental effect in other large 
New England cities and towns. 

An interesting feature in connection 
with the hardware business last month 
has come to light. It is quite firmly 
established that the average retail 
hardware dealer in New England sold 
considerably more goods in December 
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Stove Pipe—The severity of short. 
age long prevailing has passed. The 
price situation is the same as last week, 


We quote from jobbers’ stocks, f.o.b. Chi. 
cago: 30-gage stove pipe, $15.50; 28-gage, 
$19.35; 26-gage; $22.50; six-in. short end 


elbows, 26-gage, $2.05; 28-gage, $1.70; 30. 77 


gage, $1.45. 
Tacks.—A general reduction of 15% 
is announced on standard tacks. 
Wheelbarrows.—Steel tray  wheel- 
barrows have been reduced from 15% 
to 20%. Prices are unchanged on wood 
tray styles. 


We quote from jobbers’ stocks, f.o.b. Chi. | 


cago: Common wood barrows, $4.50 each; 


contractors steel tray angle leg barrows | 


range up to $8 each. 

Washing Machines.—Spring business 
is opening up in unexpected volume on 
washing machines. 
the national association states that re- 
ports from many manufacturers all 
agree that current business is far 
heavier than they anticipated. Gen- 
erally the price situation is unchanged 
although one or two manufacturers 
have made concession of a small char- 
acter. 

Wire Goods.—Staple items remain at 
past quotations. Some slight read- 
justments have been made on hog wire 
and cattle wire. The demand is about 
normal. 


We quote from jobbers’ stocks, f.o0.b. Chi- 
cago: Black painted wire cloth, 12 mesh 
March 1 dating, $2.50 per 100 sq. ft.; Poultry 
netting March 1 dating, galvanized before 
weaving, 50 per cent off; galvanized after 
weaving, 45 per cent off; Above prices are 
for factory shipment. From stock Poultry 
netting before weaving is 40-10 per cent 
off; after weaving, 40 per cent off; 100 Ib, 
spool galvanized cattle and hog wire, $5 
per spool: No. 8 black annealed ,wire, $4.15 
per 100 lbs.; No. 8 galvanized plain wire, 
$4.85 per 100 Ibs. 


than he purchased. The general con- 
clusion therefore is that retail stocks 
are exceptionally small. This fact un- 
doubtedly has more or less to do with 
the volume of business transacted here 
daily. 

Babbitt Metal.—Local jobbing quota- 
tions on babbitt metal have been slight- 
ly reduced during the past week. 

Banks.—The leading manufacturers 
of steel banks have notified local job- 
bing houses that no change in prices 
is contemplated within the near future 
owing to continued high manufacturing 
costs. These notifications are in reply 
to letters sent out by the jobbers, many 
of whom sell large numbers of banks 
during the year. 

Barbed Wire.—While the market is 
by no means active, the demand for 
barbed wire is decidedly better than 
it was a week or so ago, some remark- 
ably good orders having been turned in 
by jobbing house salesmen out on the 
road. Local stocks are in fairly good 
shape, but indications are they will be 
depleted before long to a point where 
reorders will have to be placed with 


the mills. 

We quote from jobbers’ stocks: Galvanized 
cattle wire, reels, $5.75 per 100 lb.; galvan- 
ized cattle cable, $5.75. Galvanized barbed 
wire, 80 rod reels, $4.90 per reel; cable, 
$4.48 f.0.b. Boston. Staples, $5.75 per 100 Ib. 


Baseball Goods.—Some of the leading 
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manufacturers of baseball gloves and 
mits have reduced prices approximately 
10 per cent, and local wholesale prices 
have been revised accordingly. The 
important manufacturers of baseball 
bats are of the opinion that prices will 
be no lower. They say dimension ash, 
is very scarce and expensive and every 
indication is that it will remain so for 
some time. The manufacturers natu- 
rally figure they cannot see prospects 
of lower quotations on their finished 
products. 


Bolts and Nuts.—Aside from some 
slight deviation in quotations on stove 
bolts, the market is without special fea- 
ture. More or less stock is moving out 
of store here, but in small quantities. 
The days of large orders from rail- 
roads, automobile manufacturer, etc., 
apparently have passed. While local 
stocks are large they are not, as a 
rule, excessive. 

We quote from jobbers’ stocks: Machine 
bolts with H. P. nuts, %x4, smaller and 
shorter cut threads, 25 per cent discount; 
longer and larger, 20 per cent discount; 
with C. T. D. nuts, all sizes, list plus 10 
per cent; tap bolts, list plus 10 per cent; 
common carriage bolts, all sizes, 15 per 
cent; stove bolts, larger lots, 50 and 10 
per cent; bolt ends, 20 per cent discount; 
nuts, H. P. square blank and square tapped, 
hexagon blank and tapped, list plus 3c.; 
c. P. Cc. & T. square blank and tapped, 
hexagon blank, list plus 5c.; extras of lc. 
to 5c. per lb. are charged for less than keg 
lots. Semi-finished hexagon nuts, 40 per 
cent; finished case hardened nuts, 40 per 
cent. 


Brass.—There has been a further re- 
duction in mill prices on pipe, sheets 
and in fact all brass products, in this 
instance amounting to 4c. per lb. The 
weakness of the brass market during 


che past month or so is commonly at-. 


tributed to offerings of Government 
owned material. 


Brooms.—Some of the manufacturers 
of refilling brooms have reduced prices 
about 10 per cent, consequently local 
quotations are correspondingly lower. 

Bronze.—A slight decline in the per 
Ib. base price of bronze is noted. The 
change really is unimportant, but is 
mentioned here to show the tendency 
of metals in general. The recent weak- 
ness of the copper metal market is the 
basis for the weakness in bronze quota- 
tions, 

Casserole Frames.—One of the lead- 
ing manufacturers of casserole frames 
is out with a new list which shows an 
average decline of about 10 per cent in 
the various items therein. Local prices 
have been revised downward as much. 


Clippers.—Almost all of the makers 
of toilet clippers have made a reduction 
of 10 per cent in prices, presumably in 
an effort to stimulate business. In- 
dications are that prices on power horse 
clippers will remain as they are for 
some time. The market for such clip- 
pers, according to the manufacturers, 
did not advance in proportion to most 
things last year, consequently the mar- 
gin of profit is comparatively small and 
does not warrant a further contraction. 

Cooking Ware (Glass).—The sale of 
glass cooking ware during the past few 
years has grown by leaps and bounds 
and the manufacturers of same have 
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experienced considerable difficulty in 
keeping up with business. Prior to 
last Christmas there was a grand rush 
here to get stock and wholesaler and 
retailer alike felt much more ware 
could have been sold if available. 

We quote from jobbers’ stocks: Casse- 
roles, rounds, 1 qt., $1.75 each; 1%-qt., $2 
each; 2-qt., $2.50 each. Baking dishes, un- 
covered, 1-qt., $1 each; 1%-qt., $1.25 each; 
$1.50 each. Pie plates, 90c. to $1 
Cake dishes, 90c. each. jread pans, 
$1 to $1.75 each. Custard cups, 25c. to 35c. 
each. Ramekins, 20c. each. Jobbers’ terms 
are 30 per cent off list. 

Galvanized Ware.—Individual orders 
received daily for the various kinds of 
galvanized ware are small, but taken 
collectively they aggregate slightly 
more than previously noted in weekly 
reports. This branch of the hardware 
business, however, appears to have less 
snap than some of the others. Many 
retail hardware dealers are still of the 
opinion that prices are too high and 
naturally they are looking for cheaper 
values. Others are inclined to buy no 
more than absolutely necessary due to 
the fact that in their respective cities 
they meet considerable competition from 
department stores. These and other 
reasons may account for the slow move- 
ment of galvanized ware in and out of 
stock, but possibly the open winter 
has had more to do with it. The latter 
certainly must have some influence on 
the sale of garbage cans which usually 
are left exposed to weather conditions. 

We quote from jobbers’ stocks: 

Ash Cans.—Galvanized, with three trays, 
17x26-in., $4.50 each; 18x26-in., $5.52 each. 

Coal Hods.—Japanned, with wood handle, 
15-in., $4.24 per doz.; 16-in., $4.54; 17-in., 
$5.73; galvanized, with wood handle, 15-in., 


$6.44; 16-in., $7.08; 17-in., $7.65; 18-in., $8.33. 
Pails.—Eight-quart, $3.70 per doz.; 10-qt. 


$4.19: 12-qt., $4.60; 14-qt., $5.16; heavier 
pails, 40-lb. to the doz., $6.74; 50-lb. to the 
doz., $8.67. 

Tubs.—Galvanized, No. 200, $19.45 per 
doz.; No. 300, $21.70. 

Garbage Cans.—Galvanized, No. 1, $2.46 


per doz.; No. 2, $1.76; No. 4, $1.34. 


Handles.—Local quotations on Troy 
file handles have been advanced 10 per 
cent, as a result of a similar advance 
in factory lists. Prices on hickory 
farming tool handles are unchanged. 
The demand for the latter is limited 
and shows no signs of improving with- 
in the near future, the average retail 
dealer making the claim that customers 
consider prices abnormally high. While 
prices unquestionably are high there 
apparently is a very good reason, the 
scarcity of both hickory and ash timber 
suitable for handles making it difficult 
to obtain same in desired quantities 
even at the high ruling market prices. 
Considering prices for wood and for 
labor, manufacturers’ quotations do not 
appear unreasonable, according to the 
jobber here. Not much encouragement 
for lower prices held out. 


Jobbers are quoting hickory farming tool 
handles at list. Ex-grade hay forks, bent, 
for instance, are quoted $3.40, $3.90. $4.40 
and $5.50 per doz., according to quality. 


Hangers and Tracks.—As intimated 
last week, one of the leading manufac- 
turers. of barn door hangers and tracks 
has reduced prices, the decline varying 
on various sizes and kinds, It is be- 
lieved here that the lower prices will 
not have much effect on business. Last 
year there was a good demand from 
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people erecting garages, but construc- 
tion of such buildings has dropped off 
materially of late. An improved de- 
mand for hangers will not come until 
building increases. 


Iron and Steel.—Most of the heavy 
hardware houses here have again re- 
vised prices. Their action is somewhat 
of a surprise inasmuch as a week ago 
the general impression was that the 
market was on bottom for the time 
being at least. The general explana- 
tion is that competition from outside 
sources and from manufacturers who 
are offering material through brokers 
is such that a revision in prices was 
necessary. Although competition is 
keen most of the jobbers’ report a 
moderate amount of material moving. 
The buying, to be sure, is in small lots, 
but quite a number of orders are re- 
ceived each day. 


We quote from jobbers’ stocks: 


lron.—Refined, $4.65 per 100 lb. base; over 
6-in. wide, $5.65; best refined iron, $5.50; 
Wayne, $8.50; band iron, $4.58; hoop iron, 
$5; Norway, $15. 

Steel.—Soft steel bars, $3.63 per 100 Ib.; 
base flats, $4.50 to $4.85; concrete bars, 
plain, $3.63; twisted, $3.75; angles, channels 
and beams, $3.63 to $3.73; tire steel, $5 to 
$5.50; open-hearth spring steel, $6.50; cru- 
cible spring steel, $12: steel bands, $4.58 
to $5.25; steel hoops, $5; cold rolled steel, 
$5.25 to $6; toe calk steel, $7. 

Quantity differentials, lots under 1000 Ib. 
of a size, 35c. per 100 lb.; lots 1000 Ib. to 
1999 lb. of a size, 15c. 

Nails—New jobbing prices have 


been issued on galvanized cut nails, the 
market now being quoted on a $10.50 
per keg base. A further improvement 
in the wire nail situation is noted, but 
orders are coming in moderately well 
and the market appears steady. Some 
retail dealers are ordering nails for 
spring delivery. 

We quote from jobbers’ stocks: Wire 
nails, per keg, from the store, $4.35 base, 
f.o.b. Boston; from the mill, in less than 
car lots, $3.60 base, f.o.b. Pittsburgh; coated 
wire nails, $5 per keg base; cut nails, $7 
per keg base. with the Tremont schedule 


of extras; galvanized cut nails, $10.50 per 
keg base. 


Picks and Mattocks.—Usually at this 
time of the year there is a good demand 
for picks and mattocks, but jobbers re- 
port little doing. They believe the 
quiet condition of the market is due to 
prices, which are high, with no indica- 
tions of being reduced within the near 
future. Salesmen on the road report 
to them that consumers cannot be in- 
terested in to-day’s market level. 


We quote from jobbers’ stocks: Contrac- 
tors’ picks, 25 per cent discount; railroad 
picks and mattocks, 25, 10 and 5 


5 per cent 
discount for the best grades in both in- 
stances. 


Pocket Knives.—The Universal line 
of pocket knives has been reduced 714 
per cent, and changes in the list of some 
of the other knife manfacturers, it is 
reported, disclose reductions of 10 per 
cent. The knife supply situation is 
very much easier. Manufacturers are 
in some instances shipping orders 
booked approximately two years ago, 
and according to advices received here 
practically all of them are catching up 
on business taken more recently. 

Poultry Supplies.—The high price of 
poultry and eggs has created an un- 
usually good demand for poultry sup- 
plies, such as brooders, incubators, etc. 
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The demand comes not only from farm- 
ers, but from many people who have a 
small piece of land which can be de- 
voted ‘to chicken raising. One local 
jobber this. week received three cars 
of such supplies, which were immediate- 
ly applied to back orders, and this 
house has several thousand dollars 
more goods due customers. The parcel 
post system has done as much as any- 
thing to foster the chicken raising 
business. Hardware dealers located in 
small towns have introduced containers 
by which eggs may be shipped through 
the mail, and this direct shipment from 
the producer to the consumer movement 
is growing daily. Prices on galvanized 
poultry supplies, such as feed boxes, 
water containers, etc., have been re- 
duced 10 per cent, but those on brood- 
ers, incubators, etc., are unchanged, and 
according to advices here probably will 
remain so for some time, at least. 

Levels—J. Sands Sons, Detroit, 
levels, has issued a new list of prices 
dated Feb. 1, but which virtually af- 
fects all goods invoiced since Jan. 1, 
which shows a general reduction, but 
of no fixed amount, it varying on the 
various articles listed. The new prices 
bring the list back to the basis estab- 
lished prior to the last previous ad- 
vance. 

Push Pins.—Local wholesale hard- 
ware houses have been advised that no 
change in prices on Moore push pins 
and hangers is contemplated for some 
time. The hardware opinion seems to 
be that these products are firmly estab- 
lished on a $1.20 per doz. or a 15c. re- 
tail basis. 

Roofing Paper.—A slight improve- 
ment in the demand for roofing paper 
is noted. It comes from retail hard- 
ware dealers who have small stocks 
but are buying sparingly. No marked 
improvement in the roofing paper de- 
mand is anticipated until building con- 
ditions improve. Prices continue high 
with the better grades selling around 
$100 a ton. 

Rope.—Orders for spring delivery 
are beginning to filter in, and indica- 
tions are that the future of the market 
is brighter than was anticipated in the 
closing months of 1920. So far as can 
be learned stocks carried in retail dis- 
tributors’ hands are small. 


We quote from 
rope, 28c. per lb. 
Ib. base. 


Sash Cord.—Fhe recent downward 
trend of sash cord prices has made 
little difference in the demand, the mar- 
ket remaining unusually quiet for this 
time of the year. The general opinion 
here is that the future of the sash cord 
market depends a great deal on the 
New England building and home con- 
struction scheduled this spring. Just 
now the outlook for home construction 
is not especially bright, owing to the 
labor situation, but many hardware 
dealers are of the opinion that the 
situation will become clearer in this 
respect before spring. 


We quote from jobbers’ stocks: Braided 
cotton sash cord, 50c. per lb. base. 


Scissors.—One of the manufacturers 


Manila 
19c. per 


jobbers’ stocks: 
base; sisal rope, 


HARDWARE AGE 


of a popular selling line of solid steel 
scissors has'reduced prices 10 per cent, 
but as far as can be learned no other 
concerns have changed their lists. 
Silverware.—Nickel silverware, for- 
merly known as German silver, which 
includes all kinds of flat tableware, has 
been marked down 10 per cent by the 
manufacturers, and local jobbing quota- 
tions have been revised accordingly. 
Wire Cloth and Netting.—Jobbing 
concerns are beginning to receive ad- 
vance orders on wire cloth and netting. 
They say that many retail hardware 
houses who order screen doors and win- 
dow screens at this time are not doing 
so, but instead are contracting for wire 
cloth. The increase in poultry raising 
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probably accounts for the better de- 
mand for netting. 


We quote from jobbers’ stocks: 

Wire Cloth.—Black, from the mill, $2.69 
base, f.o.b. Pittsburgh; from the store, $2.75 
f.o.b. Boston. 

Window Netting.—Galvanized cellar win- 
dow netting, hardware grade, 12 to 24-in., 
64%4c. per sq. ft.; 24 to 48-in., 6c. per sq. ft. 
* Poultry Netting.—Factory shipments, 46 
per cent discount, f.o.b. Pittsburgh; from 
the store, 35 per cent discount, f.o.b. Bos- 
ton. 

Sheets.—There has been a general 
reduction in local jobbing quotations on 
sheets, amounting to 70c. per cwt. on 
No. 10 blue annealed, and $2.10 each 
on No. 28 black and No. 28 galvanized. 
New base prices follow: 

We quote from jobbers’ stocks: No. 16 
blue annealed sheets, $5.20 per cwt.; No. 28 
black sheets,.$6.05 per cwt.; No. 28 galvan- 
ized sheets, $7.40 per cwt. 


PITTSBURGH 


Office of HARDWARE AGE, 
1002 Park Building, Pittsburgh, 
Jan. 17, 1921. 

} enw first fortnight of the new year 

in the hardware trade, although 
not marked by any pronounced recovery 
from the dullness incident to the year- 
end stock taking, has been productive 
of a much more confident feeling than 
existed during the closing weeks of 
1920. While it may not be typical of 
the country as a whole, several of the 
trade here have been pleasantly sur- 
prised over collections. While buyers 
generally are not meeting their obliga- 
tions as promptly as usual and the 
showing is rather unfavorable compared 
with that of a year ago, it is a fact 
that as compared with the payments 
against bills due on Dec. 1 there has 
been a considerable improvement. This 
may be due to the fact that the Pitts- 
burgh district at no time has suffered 
from the business reaction as have 
most of the big producing and distrib- 
uting points of the country. Much of 
the independent iron and steel-making 
capacity is idle in this district at pres- 
ent, but only a few plants are entirely 
down, and with all of the Steel Corpo- 
ration plants in the district running 
practically full, there is not nearly so 
much unemployment here as is noted 
elsewhere throughout the country. 

The iron and steel market is exces- 
sively dull and there is nothing as yet 
to indicate that the price readjustment 
has run its course. To be sure, the Steel 
Corporation is well supplied with busi- 
ness, having orders which will enable 
it to operate fully for at least the next 
five months, but the condition of the 
independent companies is just the re- 
verse in the matter $f live obligations, 
and having profited very substantially 
from the high prices over the first nine 
months of 1920, may be expected to 
give up some of the extra profits in the 
shape of price concessions. It is idle to 
conceal the fact that buyers who paid 
the extreme prices during the periods of 
shortages in 1920 still have such ex- 
periences fresh in their memories, and 
other things being equal, are giving or 
trying to give the Corporation sub- 
sidiaries preference in the matter of 
orders. In the efforts of the indepen- 


dents to secure business, it is probable 
that they will sell under the Corpo- 
ration price basis, and while there has 
not yet been much of a tendency in this 
direction, its absence may be ascribed 
to the fact that buyers are showing 
only a passive interest in the market 
and price reduction probably would not 
bring in any business. It might also 
be added that wage reductions have 
not yet been very general among the 
independent steel makers, and there 
has been no considerable reduction in 
costs while the overhead would also add 
a burden unless business sufficient to 
permit fairly full operations could be 
obtained. 

Although price changes since last re- 
ports generally have been downward the 
belief is gaining ground that in gen- 
eral hardware prices are pretty close 
to a bottom and this is finding reflection 
in more confident buying. Products of 
cotton to-day are so close to the lowest 
levels that have prevailed in recent 
years that few of the trade now see 
any advantage in postponing purchases 
and a similar tendency also is beginning 
to be developed with regard to rubber 
and copper and other metal products 
in which the decline in the base ma- 
terials was so severe. It is a little soon 
to get a line on what is ahead in the 
matter of business, but salesmen repre- 
senting jobbing houses have started out 
and since they are fully equipped with 
information as to prices and conditions, 
it is confidently expected they will be- 
gin to send back orders in fairly good 
volume before long. This belief is 
based upon the fact that the retail 
trade tributary to this city is not car- 
rying burdensome stock, and if the 
spring demands are to be promptly and 
fully met there must be considerable re- 
plenishment. Tight money and the fact 
that retailers will be influenced also 
by the knowledge that manufacturers 
can make full and prompt deliveries, 
may restrict business to some extent, 
but the common belief is that these con- 
ditions will operate against overbuy- 
ing and that retailers at least will take 
on their actual needs. This would be 
quite satisfactory and would make for 
healthier market conditions than ex- 
isted during much of 1920. 
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Agricultural ‘Tool Handles.—Although 
itis much too early for any pronounced 
activity, the market holds very firm at 
prices announced as of April 5, 1920. 
The trade here is not anticipating any 
reduction from these levels for the 1921 
season. 

Automobile Accessories——No  im- 
provement can be chronicled in busi- 
ness even in the articles which ordi- 
narily are in good demand at this time 
of the year. The winter has been a 
comparatively open one, but the spirit 
of economy has resulted in the storing 
of a good many pleasure cars for the 
winter, and the decline in industrial ac- 
tivity means less’ use of trucks. Tire 
prices entirely are in buyers’ favor and 
the market is more favorable on acces- 
sories in general to buyers than it was 
during much of last year. 


Bars.—Jobbers report a fairly good 
demand, but with ample supplies on 
hand, and the steel companies, with 
warehouses seeking a share of the pass- 
ing business, sales at more than the 
usual: premium over the mill bases are 
impossible. Prices of iron bars keep 
on dropping, for there is not much rail- 
road buying and the abundance of steel 
bars has stopped all substitution of iron 
for steel, a common practice when steel 
bars were hard to obtain. 

We quote from warehouses, steel bars, 
$3.10 per lb. for the base sizes, with the 
usual. mill differentials for other sizes, 
shafting, rounds, 4.85c. to 5.35c.; squares, 
fats and hexagons, 5.35c. to 5.85c.; iron 
bars, 4.25c. per lb. base. 

Bolts, Nuts and Rivets.—The market 
entirely is a buyers’ affair, and it is the 
maker who is seeking the buyer now in 
sharp contrast with the condition over 
much of 1920. Some of the makers still 
have to complete orders placed as long 
ago as last Angust, but the more gen- 
eral condition among manufacturers is 
that they are producing at present 
chiefly for stock. 


We quote from jobbers’ stock: Machine 
bolts, % x 4-in. and smaller, 40 per cent 
off list; larger and longer, 30 per cent off 
list; carriage bolts, % x 6-in. and smaller 
0 per cent off list; other sizes 25 per cent 
off list; stove bolts, 60 to 60, 10 and 5 per 
cent off list; nuts, hot-pressed, list plus $2; 
coldpunched, list plus $4; track bolts, $8.50 
to $9 base per keg. Large rivets, $5.50 
base per keg: small rivets, 40 to 40 and 10 
per cent off list. 

Carpet Sweepers.—Leading manufac- 
turers have renounced reductions, 


naming for $2 to $4 per doz. 


Clothes Wringers.—Effective Jan. 1, 
prices were reduced $3 per doz. on the 
three-year grade and $2 per doz. on the 
five-year grade. 

Colt’s Revolvers.—Prices were marked 
down 10 per cent, effective Jan. 1. 


Cotton Goods.—Cotton clothes lines 
have been reduced 10 per cent and a 
like reduction is noted in cotton mops. 
Prices of these products and in the 
Products of cotton in general now are 
down very close to the lowest levels in 
tecent years, and this fact is promoting 
‘somewhat better demand and salesmen 
ate having less trouble in obtaining 
orders, 

Cut Nails.—Reduction in manufactur- 
tts’ prices has been followed by a cut 
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in the price from jobbers’ stock, which 
is 6.25c. per Ib. 


Game Traps.—Leading manufactur- 
ers have issued their 1921 price lists 
and all have reaffirmed the 1921 sched- 
ules. 

Hollow Ware.—Prices of high-grade 
ware have been reduced 10 per cent. 


Hot Plates.—Prices of hot plates have 
been reduced 15 per cent. 


Loaded Shells.—Makers have put out 
their 1921 price lists and no change 
from 1920 prices is noted. There has 
been no change now for three years. 


Rope.—Another reduction, the second 
in about three months, has just been 
announced. The reduction in manila 
rope is 6c. per lb. and in sisal 2c. per 
lb. In keeping with this reduction is 
one of 20 per cent in halters. 


Sleds.—Nineteen twenty-one prices 
will be announced shortly, and are ex- 
pected to be a trifle higher than those 
for last year, due to the increased 
freight rates. 

Stove Boards.—Makers 
firmed 1920 prices for 1921. 


Stove Pipe and Elbows.—Nested stove 
pipe has been reduced 20 per cent. The 
new quotation to retailers is $4.75 to 
$5 per crate of 25 joints for 6-in., 28- 
gage pipe. Corrugated elbows have 
been marked down 15 per cent. 

Sheets.—The market shows no spe- 
cial change except that blue annealed 
sheets and corrugated galvanized sheets 
now are based upon the Steel Corpora- 
tion prices and are down somewhat 
from recent levels. Demands upon the 
jobbers are holding up very well, but 
stocks are quite ample. 


We quote from warehouse: One pass 
cold-rolled black sheets, 5.95c. per lb. base, 


have reaf- 


83 


Pittsburgh; galvanized, 7.30c. base; blue 
annealed, 4.90c. base; 2%-in. corrugated 
galvanized sheets, 5.58 per square. 

Food Choppers.—The Enterprise, 
Griswold, Sargent and Universal makes 
have all been marked down, the decline 
averaging about 12 per cent. 


Table Cutlery.—New price lists just 
issued show declines of from 5 to 714 
per cent from the old prices. 


Tacks.—Several makers have an- 
nounced new prices showing a decline of 
about 10 per cent from those previously 
quoted. 


Tin Plate.—There has been a reduc- 
tion of 50c. per box in standard coke 
tin plate, this reflecting a better supply 
in the hands of jobbers, a lighter de- 
mand and the fact that the independent 
companies all are quoting the American 
Sheet & Tin Plate Co. base price. 

We quote from warehouse: Standard coke 
tin plate, $9 per base box; roofing ternes, 
20 x 28-in., 40-Ib., i.c., $26.05. 

Velocipedes and Express Wagons.— 
Prices for 1921 have been announced 
and show a decline of 10 per cent from 
last year. 

Wire Products.—Leading jobbers have 
reduced the price of wire nails from 
stock to $3.90 base per keg. This action 
restores the former differential of 50c. 
per keg between mill and warehouse 
prices. Similar action is expected with 
regard to other wire products at an 
early date. The mills are not in receipt 
of very heavy orders, but are shipping 
well against old obligations, and job- 
bers here have been able to accumulate 
some reserve stock. 


We quote from jobbers’ stocks: Wire 
nails, $3.75 base per keg; annealed wire, 
base sizes, $3.90 per 100 Ilb.; galvanized 
wire, $4.60; galvanized barbed wire, $4.75; 
wire brads, 60 to 70 per cent off list; woven 
wire fencing, out of stock, 50 per cent off 
list. 


CINCINNATI 


Office of HARDWARE AGE, 
604 Mercantile Library Building, 
Cincinnati, Jan. 15, 1921. 

W ITH salesmen out on the road only 
one week since the year turned, 
jobbers report having received some 
fair orders. In some sections of the 
country, particularly the tobacco grow- 
ing belt, where conditions are in a de- 
moralized state just now, business is 
slow, but from the larger towns and 
cities the conditions are fair. The hand 
to mouth policy of buying is still in 
evidence, however, as it has been dur- 
ing the past month or two, but there 
is an evident determination on the part 
of dealers to carry enough stock to sup- 
ply the normal wants of their custo- 
mers. Stocks are being kept down to 
the lowest possible point consistent 
with good merchandising, and with im- 
proved conditions in all lines of busi- 
ness expected shortly, it is only a ques- 
tion of a few weeks when a buying 
movement will be started which may 
possibly not be so easily satisfied, in 
view of the fact that many manufac- 

turers are curtailing their output. 
The’ price trend is still downward, 


but. deflation is proceeding at an or- 
derly rate. There are no extreme re- 
ductions to report, the average being 
about 10 per cent, and in at least two 
instances advances have been recorded 
during the past two weeks. 

One bright spot in the hardware field 
is the prospect for an active~ building 
program this spring. Real estate deal- 
ers report active inquiry for lots for 
building purposes, and several con- 
struction companies are said to be con- 
templating the erection of quite a num- 
ber of dwellings for the market. One 
of these calls for 68 moderate priced 
dwellings. Jobbers report that many 
plans are being received for estimating 
purposes, and altogether the situation 
in that branch of the field is very prom- 
ising. 

Unseasonable weather has had a de- 
pressing effect on the winter automo- 
bile accessory business. The demand 
for accessories for spring delivery, 
however, is fair, though from the 
smaller towns in the rural districts it 
is not up to the customary standard for 
this season of the year. Even at that 
one jobber reports sales to date run- 
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Paint Material Prices as Quoted in New York—January 17, 1921 


Olive, 

per gal, 
Neatsfoot, 
Palm, 


Attiimal, Fish and Vege- 
table Oils— 
Linseed, Raw, 
lots, gal. 
ty, 5-bbl. lots, gal... 
Out-of-town, 5 bbl. 
and over, gal 
Boiled, 2¢ per gal. advance on Raw. 


Lard, prime, winter, edible 
in bbls., per gal 1.50@1.55 


carload 
-76@ .77 
-79@ .80 


Barytes: 
Prime, 


Cotton seed, 
Bleachable Heavy 


China, 


Tallow, acidless, 
Menhaden 

Crude, bbl., 
Light pressed, 
Bleached Winter, 


Whiting, 


Gildergs 
gal... Ex. 
Cocoanut, Ceylon, bbl., 

a See 12%@12% 
Fish, gal, 
Bone, Ib. 


Cod, 
Newfoundland, 
Refined, 
Crude, bbl., 


Prime.. .62@ .65 
ee ee -70 
bbl., Ib..12%@ 

@o"\% 


Domestic, 


Corn, 
per Ib 


ning well ahead of last January, and 
is very hopeful that this condition will 
obtain during the remainder of the 
year. 

Anvils.—A reduction of 5c. a Ib. has 
been made on all anvils by local job- 
bers, who now quote standard anvils at 
19c. per Ib. 

Automobile Accessories.—The mild 
weather has kept down the sales of 
winter accessories, but jobbers having 
salesmen on the road report business 
as satisfactory. There seems to be an 
inclination on the part of country deal- 
ers particularly to hold off buying in 
the hope of securing lower prices. In 
the case of automobile tires this is 
more noticeable than in other lines of 
accessories. An official of one of the 
leading tire manufacturers, who was in 
Cincinnati the past week, in discussing 
the question of tire prices gave it as 
his opinion that there are no price re- 
ductions in sight just now, and that if 
any recessions do come it will not be 
before next fall. One jobber reports 
that orders received to date this month 
are running ahead of the same period 
last year, and that his salesmen report 
there is a large latent demand, as 
stocks in the hands of dealers are run- 
ning very low. 


Bench Vises.—Practically all the 
manufacturers of vises have reduced 
their list prices approximately 15 per 
cent, and these have been put into effect 
by local jobbers, who now quote all 
vises at 25 and 5 off, compared with the 
former discount of 10 per cent. 

Builders’ Hardware.—A good deal of 
interest is being manifested im this line, 
according to jobbers, who are receiv- 
ing plans for many proposed dwellings. 
It is expected that building construc- 
tion will be very brisk this spring and 
summer. Costs of building materials 
have been sharply reduced, and if 
stable conditions in the labor market 
are assured there will be a large num- 
ber of residences constructed. Indus- 
trial building is not expected to be 


denatured, 


Prime 
Lagos, 

spot per lb 
Soya Bean, bbl. Ib 


White, 


Clay, 

powdered, per ton.........e.. 2? 
Imported, powdered, 
per 
Commercial 
See tae 1.40@1.50 
Gilders 
Litharge, casks, per lb 


Spirits of Turpentine 
Per gal, yard 


Diamond 
Fine Orange 
in casks, A. C. Garnet 
Kala Button 
T. N. 


Miscellaneous 


Bone Dry 


per Ib...5@5% = white Lead, Dry 
4% @4% 
domestic Red Lead, 


per ton....35 In Gils 


100 Ib.: 
beta on wee 1.40@1.50 
Oxide, Selected, 
Red Seal 
Green Seal 
White Seal 


Coerrccsece 1.50@1.60 
9@9% 


Dry Colors 


Black, Gas...s 
Black, 


Black, 


Carbon 
Bone 


76a@ — Drop 


heavy, however. Stocks of builders’ 
hardware are in good shape to take 
care of the trade. Altogether the pros- 
pects for this line are excellent, and 
jobbers and dealers are feeling very 
much elated over the outlook. 


Bottles.—All the leading manufac- 
turers of hot water bottles have reduced 
their prices approximately 10 per cent. 
The Icy-Hot Co. announced during the 
week that, effective at once, their prices 
will be cut 10 per cent. This is in line 
with the announcement made last week 
from a large Eastern manufacturer. 
The demand for bottles is fair, and 
stocks are in good shape. 

Bolts and Nuts.—There is a fair de- 
mand for bolts and nuts. Contrary to 
the general belief, there is no surplus 
of bolts and nuts in this market. This 
is particularly the case with stove 
bolts, which are in some instances far 
behind on deliveries. A local jobber 
stated the other day that he had orders 
a year old still unfilled by manufactur- 
ers. Some slight changes in discounts 
have been announced during the week, 
and jobbers are now quoting: 


Machine bolts, small sizes, 35 and 10 off; 
larger sizes, 30 and 10 off; carriage bolts, 
smaller sizes, 30 and 10 off; larger sizes, 20 
and 10 off; stove bolts, 50 and 10 off; semi- 
finished nuts, 9/16 and smaller, 50 and 5 
off; larger sizes, 45 and 5 off. 


Coal Hods.—Retail sales have been 
fair, dealers in the smaller towns re- 
porting the most business. The season 
is about over as far as jobbers are con- 
cerned, though with a drop in tempera- 
ture orders may’ be expected for fill-in 
purposes. A.reduction in price is ex- 
pected before many weeks. In the 
meantime jobbers quote from stock: 


Japanned open hods, 17-in., $6.00 per 
doz.; 18-in., $6.75 per doz.; japanned funnel 
hods, 17-in., $7.50 per doz.; galvanized open 
hods, 17-in., $9.00 per doz.; 18-in., $9.75 per 
doz.; galvanized funnel hods, 17-in., $10.90 
per doz.; 18-in., $11.90 per doz. 


Drill Rods.—A reduction of approxi- 
mately 10 per cent has been made in 
price of drill rods, and manufacturers 
are now quoting 35 and 10 off list 
price. 

Eaves Trough and Conductor Pipe.— 


Gum Shellac 


White and Red Lead, Etc. 
Cents per Ib. 
@ 8 


per 1b.10 


-12 @30 


@30 
@40 
@-— 
@— 


Black, Ivory 
Lampblack 

Blue, 
Blue, 


-90@ .95 
-70@ .75 
60@ — 
. nominal 

nominal 


Prussian 
Blue, Soluble .... @-— 
Blue, Ultramarine @45 
Brown, American, Burnt 34@ 4 


Brown, Sienna, Italian, 
Burnt and Powdered.. 6% @13 


Turkey, Umber @ 6 
Brown, Raw Lump..... 3%@ 4 
Green, Chrome ....-.-- 37 @iT 
Paris, Green, 


Red Carmine, ), 
bul 5.00@5.10 
Indian Red, Standard...14 @16 


Rose Pink ...--+seeee. 
@10% 


Commercial 
Vermilion, English 
Natural Red Oxide 
Yellow, Chrome 
Ochre, French 
Domestic 


Per Ib. 


5%@10 
6 @15 





This line is quiet just now, but pros- 
pects for the spring are excellent. No 
price changes are noted. 

Jobbers quote: 28-ga., 5-in., lap joint, 
single bead eaves trough, $7.50 per 100 
ft.; 28-ga., 3-in. corrugated conductor pipe, 
$7.00 per 100 ft.; 3-in. corrugated conductor 
elbows, $2.16 per doz. 

Graniteware.—Some jobbers have an- 
nounced a reduction of approximately 
10 per cent in the price of all granite- 
ware now in their stocks. This went 
into effect Jan. 1. Sales are reported 
to be fair. 


Galvanized Ware.—There is a fair 
demand for galvanized ware of all 
kinds, and stocks are in good shape. 
No price changes are noted. 


Jobbers quote: Galvanized pails, 10-qt., 
$4.00 per doz.; 12-qt., $4.45 per doz.; 14-at., 
$4.90 per doz.; 16-qt., $6.00 per doz.; gal- 
vanized tubs, No. 0, $9.25 per doz.; No. 1, 
$11.35 per doz.; No. 2, $14.00 per doz.; No. 
3, $15.00 per doz. 

Hinges.—Manufacturers of strap and 
T hinges have announced a reduction 
of 10 per cent, and local jobbers have 


put the new prices into effect. 


Glass.—There is a fair demand for 
window glass, and recently some good 
jobs have been secured by local job- 
bers for plate. Among the largest jobs 
in this section of the country was the 
Dixie Terminal Building, Cincinnati, 
the glass for which was secured by the 
Wm. Glenny Glass Co. Stocks are in 
good shape to meet present demands, 
but with a big building program ex- 
pected in the spring, there is every 
prospect of a shortage of window 
glass. Prices are being revised at the 
moment, and the new ones will be 
issued next week. These will undoubt- 
edly show a very slight reduction, but 
costs of manufacture will determine 
the question of how much or how little 
this will amount to. 

Ice Skates—This line is moving 
slowly, owing to the mildness of the 
weather. Jobbers’ stocks are low, and 
dealers are not much better off, as they 
had a good holiday business, and have 
moved a good portion of their stock. A 
week of outdoor skating would about 
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clean up all the skates in this section 
of the country, in the opinion of hard- 
ware men. 


Lanterns.—There is nothing new to 
report, though fair sales are being 
made. Stocks are in fair shape, and 
no reductions in prices are looked for 
by local jobbers. 

We quote from jobbers’ stocks: Wizard, 
Blizzard and Buckeye Dash lanterns, $14.25 
per doz.; Monarch, $9.00 per doz.; Eureka 
Driving, $19.60 per doz. 

Lawn Mowers.—Some manufacturers 
of lawn mowers are working night and 
day shifts to get enough stock ahead to 
take care of the expected demand. Job- 
bers have already placed their orders 
for this year’s goods, and hope to be 
better able to supply the trade than 
last year, when some of them received 
only about 50 per cent of their require- 
ments. Prices have not been changed 
since the advances made last fall, and 
no intimations have been received that 
reductions are contemplated. 


Linseed Oil.—Prices remain at the 
same level as last report, with the de- 
mand fair. Paint manufacturers report 
good orders for spring delivery. Job- 
bers quote as follows: 


Raw. linseed oil, in single barrels, 92c. a 
gallon; in lots of 1 to 9 gallons, $1.07 per 
gallon. 


Nails.—Local jobbers, for the first 
time in many months, now have a stock 
of nails in their warehouses. The de- 


mand is fair, the hand-to-mouth policy 
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of buying having given place to the 
scramble of last summer and fall. 
Prices remain as last quoted. 

Wire nails, $4.00 per keg, base; cement 
coated nails, $4.00 per keg, base; cut nails, 
$7.00 per keg. 

Roofing Paper.—The sharp reductions 
made recently in the price of roofing 
papers occasioned much comment at 
the time, and this is now recalled by the 
announcement that two leading manu- 
facturers have announced an advance of 
10c. a roll on their products. The ex- 
planation of this advance is that the 
cut, amounting in some cases to 35 per 
cent, was entirely too drastic, and as 
manufacturing costs could not be re- 
duced sufficiently to take care of it, 
the only alternative was to advance the 
price per roll sufficiently to take care of 
the difference between manufacturing 
costs and selling prices. New prices 
will be quoted when received. 


Steel Sheets.—There is a fair demand 
for steel sheets. Local jobbers have fair 
stocks. Prices are unchanged from last 
report, as follows: 

27-gage black sheets, 5.85c. lb.; 27-gage 
galvanized sheets, 6.85c. Ib. 

Stoves and Ranges.—Some manufac- 
turers have announced reductions of ap- 
proximately 20 per cent in the selling 
price of gas ranges, effective Jan. 1. 
Prices on combination stoves are not 
affected, but the expectations are that 
some announcement will be forthcoming 
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about March 1. The mild weather has 
affected sales somewhat, but a cold snap 
would have a stimulating effect. The 
demand is reported as only fair. 
Stove Boards.—A 10 per cent reduc- 
tion has been put into effect on stove 
boards. The season is about over as 
far as jobbers are concerned, and re- 
tailers report business quiet. New 
prices in effect are herewith given: 
Wood boards, 24x24 
in., $12 $15.00 per 
doz.; 25 30x30 in., 
$20.00 per doz.; 33x3° i .80 per doz.; 
36x36 in., $31. 60 per doz. Full case lots take 
a 5 per cent discount from these prices. 
Sash Weights.—There has been a 
further drop in the price of sash 
weights, and local jobbers are now 


quoting these at $3 per 100 Ib. 


Screws.—Reductions of  approxi- 
mately 15 per cent have been made in 
the prices of set and cap screws since 
last report. Machine screws are not by 
any means a drug on the market, though 
local jobbers have a fair supply. There 
is a very fair demand, considering gen- 
eral business conditions. 


stove 


lined crystal 
; 26x26 in., 


.80 per 
x28 in., 





Jobbers quote: Coach screws, 40 and 10 
off; set screws, 50 and 5 off; cap screws, 
45 and 5 off; wood screws, 70 and 20 off. 


Stanley Works Goods.—The Stanley 
Works has announced a reduction of 10 
per cent throughout its complete line, 
and jobbers have put the changes into 
effect. 

Wood Handles for Agricultural Tools. 
interest is being shown in 
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handles for agricultural tools, and cur- 
rent prices are quoted herewith: 


D-shovel handles, $7 per doz.; D-spade 
handles, $6.75 per doz.; D-manure fork 
handles, $6.60 per doz.; D-spading fork 
handles, $6.60 per doz.; D-ditch spade han- 
dies, $7.60 per doz.; D-scoop handles, $7.00 
per doz.; Yong hay fork handles, 5% ft., 
$4.85 per doz.; 6 ft., $6.35 per doz.; 7 ft., 
$9.50 per doz.; bent hay fork handles, 5 ft., 

5 per doz.; 5% ft., $5.75 per doz.; 6 ft., 

; per doz.; long manure fork handles, 
$4.25 per doz.; socket hoe handles, $3.25 per 
doz.; cotton hoe handles, $3.25 per doz.; 
planter hoe handles, 1% in., $4.60 per doz. 
a prices are for extra quality 
handles. 


Wringers.—The American Wringer 
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Co. and the Lovel Mfg. Co. have made 
reductions in wringer prices amounting 
to approximately 2'4 per cent. These 
have been put into effect by local job- 
bers. 

Wire Products.—The demand for 
wire products is slow at the present, 
though prospects are fair for good busi- 
ness this winter and spring. There 
has been a slight reduction in the prices 
of barbed wire, but fence wire is still 
quoted at the prices in effect for the 
past several months. 


TWIN CITIES 


Office of HARDWARE AGE, 
3725 Colfax Ave. South, 
Minneapolis, Minn., Jan. 10, 1921. 
‘OW that dealers and jobbers have 
taken their inventories it is found 
that in most instances business for 1920 
was above that of 1919. 


While it is true that reductions in 
prices have cut down the value of the 
goods on hand, yet the reductions have 
not reached a point where they affect 
the dealer and jobber who advanced 
their prices on goods on hand as prices 
went up. Furthermore, very few hard- 
ware jobbers or dealers have been carry- 
ing a heavy stock. It is doubtful 
whether any of the declines will neces- 
sitate a dealer or jobber selling goods 
without a small profit. 


The outlook for spring business ap- 
pears to be excellent, and jobbers’ sales- 
men are now out taking orders for 
spring shipment and dating, prices 
guaranteed. They report being able to 
book a fair volume of business, 

On account of inventory, the jobbers 
have not been as prompt as usual in 
getting out changes in prices this past 
week. 

A new price list has been put into 
effect on Universal and Thermos 
vacuum bottles and lunch kits, placing 
them practically on a pre-war basis. 

The Goodell-Pratt Co. of Greenfield, 
Mass., has issued a new price list, effec- 
tive Jan. 1, showing slight readjust- 
ment on a few items. ‘ 

The Millers Falls Co., Millers Falls, 
Mass., have likewise issued a new price 
list, effective Jan. 1, which shows some 
advances and some declines in prices 
previously quoted. 

For the information of the trade who 
might be interested, wish to report a 
very heavy decline in the price of 
chamois skins. 

Builders’ Hardware.—There is noth- 
ing new to report in this line. Opti- 
mism for the future is as strong as 
ever, but very little actual work. is 
being done. , 

Axes.—Trade remains fair, every- 
thing considered. Prices show no 
change. 


We quote from jobbers’ stocks: 
bit, base weights, $16.50 per doz.; 
bit, base weights, $21.50 per doz. 


Ash Sifters.—Very little activity in 
this line, and will, no doubt, continue 
so during balance of winter. No price 
changes. 


Single 
double 


We quote from local jobbers’ stocks: 
Wood square, $4.50 doz.; metallic round, 
$4.75 doz.; wood barrel, $15 doz. A 

Bale Ties.—Jobbers report very little 
business in this line as it is off-season. 

We quote from local jobbers’ stocks: 
60-5 per cent from standard lists. 

Bolts.—Jobbers’ stocks are now in 
good shape and they are in a position 
to take care of practically all needs. 
Factories have good stocks on sizes, 
which a short time ago were impossible 
to obtain. Prices show no further 
change since last report. 


We quote from local jobbers’ stocks: 
Small carriage bolts, 30 per cent; large 
carriage bolts, 25 per cent; small machine 
bolts, 40 per cent; large machine bolts, 
30 per cent; stove bolts, 55 per cent; lag 
screws, 45 per cent; plow bolts, 20 per cent. 


Coal Hods.—Sales in this line are 
very slow, due to the open winter pre- 
vailing in this territory. No price 
changes. 


We quote from local jobbers’ stocks: 
Japanned, 17 in. open, $5.20 doz.; japanned 
18-in. open, $5.50 doz.; japanned funnel, 17- 
in., $6.55 doz.; japanned funnel, 18-in., $7.20 
doz.; galvanized open, 17-in., $8 doz.; gal- 
vanized open, 18-in., $8.75 doz.; galvanized 
funnel, 17-in., $9.90 doz.; galvanized funnel, 
18-in., $11.70 doz. 


Eaves Trough, Conductor Pipe and 
Elbows.—Sales are at a very low point 
and will, no doubt, continue until the 
spring season opens. No price changes. 


We quote from local jobbers’ stocks: 
Eaves trough, 28-ga., 5-in. lap joint, single 
bead, $9.50 per 100 ft.; conductor pipe, 28- 
ga., corrugated, 3-in., $9 per 100 ft.; elbows, 
3-in. corrugated, $2.16 per, doz. 


Files.—Sales continue very light in 
line with general let up in hardware 
business usual at this season of the 
year. No price changes. 


We quote from local jobbers’ stocks: 
Nicholson files, 45.5 per cent; Riverside and 
Arcade brands, 50-10 per cent. 

Galvanized Ware.—In spite of dull 
conditions prevailing in this line and 
the declines in galvanized sheets, no 
price changes have been made on gal- 
vanized ware in general. 

We quote from local jobbers’ stocks: 

Standard No. 1 galvanized tubs, $10.95 per 
doz.; -standard No. 2, $12.30 per doz.; 
standard No. 8, $14.35 per doz.; heavy gal- 
vanized No. 1, $24 per doz.; heavy No. 2, 
$26.50 per oz.; heavy -No. 3, $28 per doz.; 
standard 10-qt. galvanized pails, $3.85 per 
doz.; standard 12-qt., $4.20 per doz.; stand- 
ard 14-qt., $4.70 per doz.; standard 16-qt. 
stock, $7.20 per doz.; standard 18-qt. stock, 
$8.35 per doz. 

Glass and Putty.—Business in this 
is nearing the close of the season and 
is very much lighter in volume. No 
price changes. 

We quote from local jobbers’ stocks: 


76 per cent and 78 per cent from standard 
lists. Putty, 54%4c. per !b, 
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Lanterns.—Jobbers’ stocks reported 
to be in good condition with light de- 
mand. Prices remain firm as _ last 
quoted. 

We quote from local jobbers’ stocks: 
Tubular long globe or short globe, $13 per 
doz.; tybular dash, $17.60 per doz.; Dietz 
Cold Blast No. 2, $14.25 per doz. 

Nails.—Jobbers’ stocks are rapidly 
accumulating and getting in good shape 
for spring business. Prices should re- 
main firm for the next three months 
at least. 

We quote from local jobbers’ stocks: 
Bright wire nails, $4.50 base; cement coated 
nails, $4.10 base per keg. 

Paper.—Sales of building paper re- 
mains slow in line with general busi- 
ness conditions. Prices remain firm as 
last quoted. 


We quote from local jobbers’ stocks, 
f.o.b.; Barrett’s No. 2 tarred felt, $4.15 per 
ewt.; Barrett’s threaded felt, 500-ft. rolls, 
$2.08 per roll; Slater’s felt, $1.39 per roll; 
No. 20 red rosin, 97c. per roll; No. 25 red 
rosin, $1.20 per roll; No. 30 red rosin, $1.45 
per roll, 


Rope.—Business in this line continues 
dull with no indication of immediate 
improvement. Prices remain as last 
quoted. 

We quote from local jobbers’ stocks: 
Columbian manilla rope, at 27%4c. lb. base; 
Columbian sisal, at 18\4c. lb. base. 

Screws.—Jobbers’ stocks are now in 
very good condition. Demand is light 
as usual at this season. Price shows 
no change. 


We quote from local jobbers’ stocks: 
Flat-head bright screws, 70-10 per cent; 
round-head blued screws, 671%4-5 per cent; 
flat-head japanned screws, 6244-5 per cent; 
flat-head brass screws, 50-5 per cent; 
round-head brass screws, 47% per cent; iron 
machine screws, 60 per cent; brass machine 
screws, 40 per cent. 

Sidewalk Scrapers and Snow Shovels. 
—Demand is a great deal better than 
early in the season, though not up to 
usual volume for the entire season. No 
price changes, 


We quote from local jobbers’ stocks: 


Steel sidewalk scrapers, $4.10 doz.; wood 
straight handle snow shovels, $5.75 doz.; 
steel blade straight handle, $6.80 doz.; gal- 
vanized steel blade, D-handle, $14.40 doz. 

Solder.—Dullness in this line, which 
has continued since early fall, shows 
no sign of improvement. No _ price 
change since last report. 


We quote from local jobbers’ 
Half and half, 28c. per lb. 


Steel Sheets.—Demand is slow. Job- 
bers’ stocks are now in good condition 
to meet any normal demand. Prices 
remain firm as last quoted. 


We quote from local jobbers’ 
28-ga. black sheets, $6.35. per cwt.; 
galvanized sheets, $7.70 per cwt. 

Stove Goods——Sales. are on a par 
with the usual volume at this time of 
the year. Jobbers’ stocks are in good 
condition. 

We quote from local jobbers’ stocks: 
Stove boards crystallized, 28 x 28, $18.85 per 
doz.; 30 x 30, at $21.20 per doz.; 36 x 36, at 
$30.50 per doz.; stovepipe, 28-ga., 6-in., uni- 
form blued, 19c. per joint. Elbows, com- 
mon corrugated, $2 per doz.; adjustable 
charcoal iron, 6-in., $2.70 per doz. Dampers, 
cast iron, wood or coil handles, $2.10 per 
doz. Stove shovels, 15-in., japanned, 7c. 
per doz.; 19-in., round handles, $1.65 per 
doz. 

Tin Plate.—Despite small demand 
no price changes have been made in 
tin plate. 


We quote from local jobbers’ 


stocks: 


stocks: 
28-ga. 


stocks: 
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Furnace coke, ICL, 20 x 28, $19 per box; 
roofing tin, IC, 20 x 28, 8-lb. coating, $18 50. 


Washers.—Sales are only fair. Job- 
bers’ stocks are in good condition. 
No price changes reported. 


We quote from local jobbers’ stocks: 
Wrought steel washers, %-in., $9.40 per 
ewt.; l-in., $9 per cwt. 


Wheelbarrows.—Jobbers are getting 
their stocks into condition for spring 
business. Present retail demand is, of 
course, light. No price changes. 
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We quote from local jobbers’ stocks: 
Fully bolted wood barrows, $49 per doz.; 
No. 1 tubular steel, $8.50 each; No. 1 gar- 


den, $6 each. 

Wire.—There is very little demand 
at present, so that jobbers are able 
to accumulate a stock for spring busi- 
ness. No further price changes made. 

We quote from local jobbers’ stocks: 
Barbed wire, painted cattle, 80-rod spools, 
$3.74; galavnized, $4.30. Painted hog wire, 
$4; galvanized hog wire, $4.58 per spool. 
Smooth black No. 9, $4.50 per cwt.; galvan- 
ized smooth No. 9, $5.20 per cwt. 


SEATTLE 


Office of HARDWARE AGB, 
Seattle, Wash., 
Jan. 14, 1921. 


Automobile Accessories.—Dealers re- 
port that their trade in automobile ac- 
cessories is holding up very well,. and 
the reductions in prices that have been 
made on nearly all lines has stimulated 
the new demand to some extent. New 
sales in tires and tubes are not as ac- 
tive as they might be, owners of cars 
feeling that if they wait they may be 
able to buy at lower figures later. The 
new demand for the lighter accessories 
such as spot lights, chains, heaters and 
mirrors, is quite active. 

Bars.—Jobbers and retailers say the 
new demand for both iron and steel bars 
is only fair, the ideas of buyers being 
that prices may be still lower in the 
near future. Prices on both grades have 
been heavily reduced recently. 


Deliveries from _ stock, any quantity: 
Mild steel bars, 3/16, %4, 5/16, round and 
squares, $5.50 base; % to 3 inclusive, round 
and squares, $5 base; larger sizes, round 
and square, $5.50 base; flats, all sizes, $5 
base; standard extras to apply. Steel 
bands, and 3/16 thickness, %-in. in 
width and wider, $5.70; % and Ry. thick- 
ness, under -in. width, $6.70; standard 
extras to te: ged puddled 
iron, 4, %, it round, $15 base; 
larger bee: *y13 base, ' Norway iron, $15 
base, iron extras to apply.. Toe calk steel, 
$9 base; spring steel, % $50" = edge 
tire steel (planished), .50 base; sizes 
smaller than 1-1, 2 x i edge tire 
steel (iron finish), 1% x % and larger, 
$6.25 flat. Sleigh shoe steel, $7. Plow 
steel, $9.50; angles under 3-in. (mill class), 
5 base. channels, under 3-in. (mill class), 
5.50 base. 
$5.50 base. 
flat. Channels, 3-in. and larger, $5.10 
Tees, 3-in. and larger, $5.60 flat. Seeun 
8-in. and larger, $5.10 flat. Universal mill 
plates, all sizes, $5.75 flat. Terms: Cash 
2 per cent on 10th day of month following. 


Burrs and Rivets.—Prices on all 
grades have just been reduced from 20 
to 25 per cent, and the new demand is 
quiet. The‘trade is looking for still 
lower prices in' the near future. 


Tees, under 3-in. (mill class), 


Builders’ Supplies—Prices on all 
kinds of builders’ supplies have been 
sharply reduced, but in spite of this the 
amount of new building going on in 
Seattle is at a lower ebb than for many 
months. The price of all kinds of labor 
is practically the same as during the 
war, and builders say that labor must 
come down in sympathy with other 
lines, and until it does there will be 
no material increase in new building. 
There is great need for more homes in 
Seattle, but builders are -not doing 
much, saying there is no incentive to 
erect new homes or apartments, while 
Prices remain so high. They say rents 
will soon be lower, and that they must 


Angles, 3-in. and eeer,, *.! ~ 


have lower building costs. Prices on 
most lines of building materials are 
lower. 

Cordage.—There has been a material 
reduction in prices, and the demand is 
quiet. 

Sash Cord.—There has been a heavy 
cut in prices, one leading maker having 
reduced his figures fully 25 per cent 
or more. Owing to the dull conditions 
in the building trades; the new demand 
for sash cord is quiet. 


Sash Weights.—Prices have been ma- 
terially reduced, and the new demand 
is dull. 

Sheets.—All the Eastern sheet mills 
are now quoting the prices of the Amer- 
ican Sheet & Tin Plate Co., and this 
means that there have been very great 
cuts in prices on all grades of sheets. 
Independent sheet mills are not running 
to more than 40 to 50 per cent of capac- 
ity, and some are running at a less 
rate. The new demand is quiet, and it 
is said that in a few cases prices have 
been cut below those quoted by the lead- 
ing interest. Jobbers have been advising 
the trade for some time to limit buy- 
ing to actual needs, and for this reason 
stock of sheets held by jobbers and re- 
tailers are lighter than they have been 
in a long time. Jobbers have» revised 
their prices to a much lower basis. 

Waste.—There has been a heavy cut 
in prices. 

Wheelbarrows.—There has been a re- 





The Spring Buying 
Number 


Get ready for the big- 
gest issue that HARDWARE 
AGE has ever turned out. 
It will be on your desk 
February 3rd and _ will 
contain more information, 
more illustrations and 
more money-making and 
saving ideas than any 
hardware publication ever 
published before. This 
will be your hardware 
year book. 
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vision in prices to a much lower basis, 
and the demand is reported: by jobbers 
and dealers to be very quiet. 

Wire Products.—The great shortage 
in supply of wire nails and in some 
grades of wire which existed in the 
Seattle district for so long has entirely 
disappeared, and jobbers’ stocks are 
again ample to meet the new demand, 
which on account of the dullness in new 
building, is very quiet. All the Eastern 
mills making wire and wire nails are 
now quoting the prices of the American 
Steel & Wire Co., and this has resulted 
in a heavy cut in prices in the local 
market. 


Sales Conference 


Witte Hardware Co., St. Louis, Mo., 
held its annual sales conference from 
Dec. 27 to 31. The program included 
many business sessions at which the 
problems of the firm were openly dis- 
cussed. Officials from various manufac- 
turers of goods handled by the company 
addressed these meetings giving the 
road men some hints on the sales of the 
particular products of their respective 
companies. 

The big annual dinner was held on 
the third day of the convention, fol- 
lowed by attendance at the Orpheum 
Theater. Just before. the last. meeting 
Charles H. Carpenter, sales manager, 
was presented with a gold and platinum 
watch chain and charm. It was the 
gift of the sales staff as a token of 
appreciation for the assistance and 
kindly advice given during the past 
year. 

Practically all of the company’s 
traveling salesmen were on hand. 


The Hampden Toy Co., Westfield, 


Mass., has been incorporated with 
Myron A. Gilman as president and 
treasurer, and Leland M. Gilman as 
vice-president, general manager and 
assistant treasprer. 


I. A. Stearns has opened a retail 
hardware store, the Stearns Hardware 
Co., on the corner of Hanover and Cross 
Streets, Boston. 


R. W. Levenhagen, a veteran of the 
paint and varnish industry, has been 
made a vice-president of the The Glid- 
den Co., Cleveland, Ohio. In the past 
he has been secretary of the Sherwin- 
Williams Co., Brooklyn, vice-president 
of the Martin-Senour Co., Chicago, and 
vice-president and general manager of 
the Detroit White Lead Works, Detroit, 
Mich. 

Mr. Levenhagen’s ability as an organ- 
izer will be given real opportunity in 
his new connection as his specific work 
is the supervision of the auxiliary or- 
ganizations within the company. 


The Wheeling Corrugating Co., 
Wheeling, W. Va., has purchased the 
assets and liabilities of the Wheeling 
Corrugating Department of the Whit- 
aker-Glessner Co., as of January 1, 
1921. 





What Service Means 


(Continued from page 57) 
They remade his car in 24 hours, 
where many others would have been 
weeks, waiting for factory parts and 
puttering along on the job. 

Think what the effect of that inci- 
dent was on a group of business men, 
all actual or potential car owners. 
That automobile company might have 
spent thousands of dollars in adver- 
tising and never built as much good 
will as through this incident. 


Giving Furnace Service 


“It’s that service idea which has 
allowed us to build up a wonderful 
furnace business,” said Mr. Church- 
ill, applying his idea to the hardware 
business. ‘We have sold 2500 piped 
furnaces of one make largely because 
we service them in shipshape. We 
carry a complete stock of parts. If 
a grate burns out we replace it imme- 
diately. There is no waiting for a 
part from the factory. We keep our 
furnaces in fine working order. Our 
owners are boosters. Service is the 
big word. There are other furnaces 
which sell for as little money and 
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probably are as good, but we do the 
furnace business of this vicinity be- 
cause we service them.” 

The tin shop of the Churchill store 
gives employment to seven to ten 
men. All work is done on a basis of 
time and material, contract work not 
being accepted. The service idea is 
carried out in the shop as it is from 
basement up in that store. Washing 
machines are sold on the same basis, 
and many a sale that would be lost 
is a sale that is made because wise 
buyers choose long-term articles on a 
basis of the kind of service the store 
sells with the concrete article. 


Philadelphia Meeting 


(Continued from page 63) 
that when only nationally advertised 
goods are sold over the retail hardware 
eounter the dealer will make more 
money. 

Twenty-nine new applicants for mem- 
bership were read by the secretary of 
the association, James M. Rose, and 
President Harry D. Kaiser ordered that 
they be voted upon at the next meeting 
of the association. Mr. Featherston, of 
the entertainment committee, reported 
that no definite date for the association’s 





How to Display Hunting Coats 









































Since hunting coats are now among 
the regular sporting goods items han- 
dled by hardware dealers, a good rack 
for their display becomes more or less 
of a modern store necessity in the reg- 
ular sporting goods department. 

A rack for this purpose may be easily 
constructed from ordinary %-in. black 
or galvanized pipe, on the order of 
those used for displaying men’s suits 
. in the clothing stores. 

It should stand about 4 ft. in height 


with the supporting cross-bars about 10 
or 12 in. from the floor. The width is 
determined by the number of garments 
it is designed to accommodate. The one 
we illustrate is 3 ft. in width and 5 ft. 
in length. It is designed to carry on 
ordinary coat hangers suspended from 
the center cross-bar, while the two side 
bars are used for displaying cartridge 
belts and similar items. 

The rack igs fitted with casters to fa- 
cilitate moving. 
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banquet could be set until after the 
Pennsylvania and Atlantic Seaboard 
Hardware Association convention had 
passed. 

The Philadelphia Hardware Associa- 
tion plans to take an active part in the 
convention, and will hold a large parade 
and entertainment on one of the nights 
during the exposition, which it is ex- 
pected will be turned over to them by 
officials of the Pennsylvania and Atlan- 
tic Seaboard Association. 


Publicity for the Retailer 


(Continued from page 76) 
crowded look the ad has. It is jammed 
too full—no daylight in it—hard to 
read. Next time just keep the same 
layout but give it 3 in. more in height 
—you’ll notice a big difference. 


Now comes the Allott Hardware Co., 
Alliance, Ohio, with an ad a column shy 
of being page width. “Where Santa 
Fills His Pack” was the title used, fol- 
lowed by “Toys,” in large letters. This 
is a very fine announcement, and it must 
have pulled strong. It may surprise 
you, but in studying the ad, we counted 
up 89 individual articles which were 
presented. The ad followed out our 
Christmas campaign suggestions pub- 
lished in HARDWARE AGE for Nov. 25, 
1920. 


Peck & Fly, hardware men of Gon- 
zales, Tex., sent us two half-page ads, 
which were used with excellent results 
prior to the holidays. ‘They used our 
slogan and suggestions made in the 
November 25 issue. The Christmas 
campaign, which we outlined in Harp- 
WARE AGE for that issue, was very care- 
fully worked out, and it is gratifying 
to note that a large number of dealers 
followed our suggestions. Most all of 
them used our suggested slogan. Of 
the two ads submitted by Peck & Fly, 
we like the one with the opening talk. 
The other is good, but a bit too crowded 
with cuts which didn’t seem to print 
extra well. Better look after these cuts, 
gentlemen. We think some of them 
ought to be relegated to the hell-box. 
The coal hod sure does look as if it 
had been in use for years, and nicely 
blackened all over with coal dust. 


The U. T. Hungerford Brass & Cop- 
per Co., New York, has established a 
Monel metal department in charge of 
John J. Dillon, who has had eight years 
experience in this metal and _ its 
products. 

Monel metal will be offered the trade 
in sheets, rods, wire, rivets, bolts and 
nuts, wire and screen cloth and welded 
tubes. 


The Cleveland Tractor Co., Cleveland, 
Ohio, has established at St. Louis, Mo., 
a district sales office with S. C. Mitch- 
ell as district sales manager. The ter- 
ritory to be covered by this branch 
borders the Mississippi River from Illi- 
nois to the Gulf of Mexico. Mr. Mitch- 
ell has covered this district for the past 
two years as a special tractor salesman. 
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Bren month several million maga- 
zine readers will again have their 
attention called to McKinney Hinges. 
This time the Anti-Friction Butt is 
brought into prominence. The hinge 
prospect—remember everyone uses 
hinges—is told how these butts were 
designed particularly for heavy work— 
where doors are active. The hinge is 
explained, pictured and its work illus- 
trated. 


Every day on millions of doors, in 
thousands of public buildings and homes 
McKinney Anti-Friction Butts prove 
their worth by work effectively done in 
hushed silence. On millions of other 
doors the name McKinney is not 
marked on the hinges used. These 
doors and others being planned repre- 
sent your market. Take advantage of 
McKinney Advertising. 





The Anti-F riction Butt 


McKINNEY MANUFACTURING CO., Pittsburgh 


Western Office, State-Lake Bldg., Chicago. Export Representation 


MCKINNEY 
Hinges and Butts 


Also manufacturers of McKinney garage and farm building door 
hardware, furniture hardware and McKinney One-Man Trucks 


The McKinney Manufacturing Com- 
pany is ready to help you. A big adver- 
tising campaign in the national maga- 
zines is now in full sway. We are 
equipped to furnish you with general 
hardware advertisements in electro 
form for your local newspapers. In 
these your name can be prominently dis- 
played. We will also send you colored 
display cards for your window and 
proofs of the magazine advertisements 
for display or monthly mailing lists. 


Establish your store as McKinney 
Headquarters. Let all your customers 
know you carry McKinney products. A 
proper display in your window will tell 
the story and increase hinge sales. Last 
year the dealers who used McKinney 
advertising helps sold the most hinges. 
Help us increase hinge interest—help 
yourself to bigger business. 







































Being Products 


Two New Floor Toys 


Two new floor toys have been added 
to the line made by the Walbert Mfg. 
Co., Chicago, Ill. They are the Wal- 
bert street car and the Walbert ferry 
boat; both are automatically reversible. 

Both toys are 14 inches long, sub- 














Above—Walbert Ferry Boat 
Below—Walbert Street Car 


stantially built of heavy metal. Either 
will travel about 80 feet if unob- 
structed. If, however, some object is 
struck a go-ahead bell signal rings 
and the toy automatically reverses, 
starting out in the opposite direction. 
This action will occur each time the 
toy hits an object. The street car is 
painted yellow and is decorated in ap- 
propriate colors. The ferry boat is 
painted red and is brightly colored. 
When in’ action the walking beam 
moves up and down like a genuine 
ferry boat plunger. 

Both toys are packed in individual 
display boxes, twelve toys to the car- 
ton. Packed for shipping, twelve street 
cars weigh about 48 pounds and twelve 
ferry boats weigh about the same. 


Flashlights with Novel Feature 


As a rule when a portable flashlight 
is needed it is needed in a hurry or 
possibly in an emergency when the 
other lights fail. How easy it is to 
Joose or misplace this useful article 
»Many people know. Even if it were 


Placed on the Market by Hardware Manufacturers 


HE Spring Buy- 
ing Number, 
Feb. 8, will contain 
two pages of New 
Goods and Novel- 


ties. 
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but a few feet away it would ordinarily 
take some time and considerable grop- 
ing in the dark to find it.. To overcome 
this difficulty the Shapeleigh Hardware 
Co., St. Louis, Mo., has designed the 
Lumalite Flashlight that can easily be 
found in the dark. 

Three luminous buttons which glow 
brightly in the dark are placed at one 
end. The luminous button works and 
is constructed on the same principle as 
the familiar night reading watches 
and clocks. 














Lumalite Flashlight—Note Luminous 
Buttons 


—9- 


Offer New’ Socket Wrench 


The Boston Machine Screw Co., 
Tudor Street, Cambridge, Mass., is 
placing on the market a complete small 
socket wrench, adaptable for eleven 
A. L. A. M., S. A. E. and U. S. standard 
openings, covering %4-in. to %-in. cap 
screws, and \%-in. to %-in. U. S. stand- 
ard nuts, which has distinct features. 

The regular set includes ten sockets, 
a timer wrench, a universal joint and a 
L handle. The universal joint. and 
sockets are of specially high carbon 
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heat treated steel. The sockets are 
much shorter than usual and are 
tapered to a thin edge, which permits 
them to be used in places the ordinary 
tool cannot. The universal joint, which 
is unusually small, is furnished with a 
spring ball plug by which the sockets 
are held in place. When the sockets 
are used in connection with the exten- 
sions and universal joint there is no 
bolt or nut that cannot be reached. 
On account of the L part of the han- 
dle being very short it is possible to 
use sockets in such places as behind 
manifolds, connecting rods and main 
bearings. Both ends of the L handle 


Complete Socket Wrench in Box 


and of the extension bar have the spring 
pressed friction balls, which hold the 
different combinations in place. The 
double end knurled socket wrench or 
handle has %-in. and 7/16-in. openings, 
which fit 8/32-in. and 10/32-in. nuts. 
Such nuts are used on many makes of 
timers, distributors and electrical ap- 
paratus. 

As additional equipment, a T handle, 
a 11-in. extension with a spring ball on 
each end, and a 1-in. plug are provided 
on specification, as well as universal 
sockets with 7/16, %, 9/16, 19/32, % 
and 11/16-in. openings made of the 
same high grade steel as the regular 
sockets. 

Provision is made on one end of the 
T handle for a socket, while the other 
end is broached out, thereby giving 4 
tool to be used in preliminary bolt set- 
ting operations. The T handle also is 
broached out near one end so that it 
may be adjusted with the timer by the 
aid of the 1-in. plug having a spring 
ball in each end, and the tool diverted 
into a speed wrench. 
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Would You Be 


Reluctant to Accept 
the Insurance Company’s 
Settlement? 


Yet that’s all you would get if 
your property was wiped out. 


The time lost—the business you 
might have done—is something 
that does not enter into any insur- 
ance adjustments. 


But the Insurance companies 
all of them—are keen to prevent 
fires. That is why they offer reduc- 
tion of premiums on property pro- 
tected by 


RICHARDS- WILCOX 


AUTOMATIC FIRE DOOR HARDWARE 
AND FIRE DOORS 


We will readily tell you of millions of dollars worth of property saved from fire 
by R-W Fire Door Equipment. Whatever your requirements we can furnish the 
proper equipment for your property and that of your community. 


Write for handsomely illustrated catalog UA-14 entitled “Fire Doors and 
Hardware.” Contains actual pictures and facts concerning Property saved by R-W 
Automatic Fire Doors. 


Richards-Wilcox Mf. (0. 


“A Haneer for any Door that Slides.’ 


CHICAGO BOSTON 
Strouse AURORA, ILLINOIS,U.S.A. 2 3o°0% 
LOS ANGELES MINNEAPOLIS 
PHILADELPHIL =———<— LONDON.ONT. SAN FRANCISC?. 
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Provides Reserve Fuel Tank 


“Out of gas” is one of the most 
annoying and embarrassing things that 
happens to the motorist, and it gener- 
ally occurs far from a gas filling 
station. It means a hike back to the 
nearest town or a lift from a passing 
motorist, if one is fortynate enough 
to be on a highway. 

To eliminate this difficulty, the Apco 
Gasoline Reserve has been designed by 
the Apco Manufacturing Co., Provi- 
dence, R. I. It holds one gallon of 
gas in reserve and can be used to run 
the engine by giving the valve spring 
attached a quarter turn. When the re- 
serve supply of gas is used the tank 

















Apco Gasoline Reserve 


cannot be refilled until the valve is 
reset. This is done by turning the 
valve spring back to its original posi- 
tion. The one gallon of gas would be 
sufficient to take the car to the nearest 
gas station. 

The installation is a matter of a few 
minutes, with no tools but the hands. 
The filler cap is removed and the re- 
serve snapped into place. The reserve 
is made from malleable iron and spring 
steel, and has nothing to get out of 
order or wear out. The finish is of 
serviceable white nickel. The total 
weight is one pound. Apco Gasoline 
Reserves come er one to a carton. 


This Carburetor Makes Starting 
Easier 


The carburetor on the modern motor 
car is often referred to as the heart 
of the engine, for it has practically the 
same function to the motor as the 
human heart has to the human system. 
The Ames carburetor is a product of 
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EAD ‘about 
the big New 
York Auto Show 
in this issue. 
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improved ‘design the latest offering of 
the Ames Carburetor Co., Inc., 1512 
Clark Street, Racine, Wis. It is claimed 
that it makes starting easier because its 
construction gives at all times uniform 
operation. It has no springs, no valves 
and should not get out of order. 

The principle difference in this car- 
buretor is that all air is thoroughly 
superheated by traveling over 7% in. 
of plain tube before it reaches the gas 
and, being drawn in at a lower speed, 
has a greater opportunity of becoming 
heated. It is also said to have a greater 
range of flexibility because the amount 
of gas and air is always properly pro- 
portioned. The gas is drawn off of the 
bottom of a well rather than from the 
top of a nozzle, and the volume de- 

















Ames Carburetor 


pends entirely on the speed and suction 
of the motor. It has no venture tubes 
and no reeds, all the trouble making ele- 
ments are said to be eliminated. One 
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adjustment cares for the differences 
of the atmosphere as found in different 
kinds of weather. 

The Ames carburetor may be applied 
to any standard make car. 


Vest Pocket Tire Gauge 


The need of proper inflation in auto- 
mobile tires is generally appreciated by 
the majority of present day motorists 
who realize that if full mileage is de- 

















United States Pressure Gauge 


sired the tires must be inflated to the 
pressure recommended by the tire man- 
ufacturer. To help keep the motorist 
posted on the pressure of his car tires, 
the United States Gauge Co., 37 Lib- 
erty Street, New. York, offers the small 
Bourbon design pressure gauge shown 
in the accompanying illustration. The 
gauge is built like a watch and will 
readily slip into the vest pocket. 

By sliping the gauge into the tire 
valve the exact pressure may be deter- 
mined as the revolving hand indicates 
on the dial face the pounds pressure. 
By pressing the button found close to 
the valve stem the hand returns to the 
zero mark and the gauge is ready to 
test the next tire. This gauge may be 
used successfully in the dark as the 
pressure may be taken and the gauge 
carried to the light for reading, as the 
hand will not fly back to the zero mark 
until released by the small push button 
at the side. 

The case is heavily nickel-plated and 
the gauge is guaranteed to be very ac- 
curate and serviceable. 
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SPECIAL 
FOR FORDS 


The heaviest seller in your spark plug line 
is the Ford Special. 











Into the model here illustrated we have 
incorporated features employed in only 
the most expensive and best grades of 
JUNIOR spark plug, such as solid alloy electrodes, 
oversize stone-porcelain insulator, loose- 
assembled center stem, oversize gasket 
packing and extension shell to eliminate 
use of a socket wrench. 








Ample margins are offered to the dealer, 
and if you are not familiar with the special 
selling advantages write us or your jobber 
for full details. 


Hercules 
Spark Plugs 





The HERCULES is one of the older lines of spark 
plugs. It has been on the market a sufficient time 
to become established as one of recognized depend- 
ability in the eyes of the motorist and of the trade 
in general. , 





If you are not taking advantage of the selling co- 
operation offered by the manufacturer and the 
comeenn ima jobber, then you are overlooking an opportunity to 


fins alumcane Vehtiie emma Ale realize a splendid margin of profit from a nominal 


features of the HERCULES investment. 
line. Special models for every 
type of service are offered, 
and in the Ford above illus- 


trated we have achieved extra Your Jobber Has Them 


merit, plus reasonable price 


ECLIPSE MANUFACTURING CO. 


INDIANAPOLIS, U. S. A. 























Notes of the Retail Hardware Trade 


WINNEBAGO, MINN.—The A. M. Ren- 
ner Implement Co. has taken over the 
— of the Winnebago Implement 

0. 

NorFOLK, NeEB.— The partnership 
existing between Johnson and Skalow- 
sky has been dissolved. T. W.Johnson 
has become sole owner of the stock of 
the Degner Hardware Co. 


FINLEY, N. D.—Petterson & San- 
daker are purchasers of the hardware 
stock of the Archer Supply Co. The 
new owners request catalogs on a gen- 
eral line of hardware. 

NEW MADISON, OHIO.—The Peoples 
Store, successor to W. H. Brown, re- 
quests catalogs on automobile accesso- 
ries, automobile tires, barn equipment, 
bicycles, builders’ hardware, building 
paper, churns, cream separators, cut- 
lery, dairy supplies, electrical house- 
hold specialties, electrical supplies and 
equipment, farm implements, flash- 
lights, furnaces, garage hardware, 
gasoline, gasoline engines, guns and 
ammunition, hammocks and tents, har- 
ness, heating stoves, heavy hardware, 
insecticides, kitchen housefurnishings, 
lubricating oils, mechanics’ tools, 
paints, oils, varnishes and glass, poul- 
try supplies, prepared roofing, shelf 
hardware, silverware, stoves ‘and 
ranges, tin shop and washing machines. 


DUNCAN, OKLA. — The Browders 
Hardware Store has commenced busi: 
ness here, and requests catalogs on the 
following lines: Automobile accesso- 
ries, automobiles tires, bathroom fix- 
tures, packing, bicycles, builders’ hard- 
ware, churns, crockery and glassware, 
cutlery, dynamite, electrical household 
specialties, electrical supplies and 
equipment, flashlights, fishing tackle, 
garage hardware, guns and ammuni- 
tion, hammocks and tents, heating 
stoves, heavy hardware, home barbers’ 
‘supplies, kitchen cabinets, kitchen 
housefurnishings, mechanics’ _ tools, 
paints, oils, varnishes and glass, plumb- 
ing department, refrigertors, shelf 
hardware, silverware, sporting goods, 
stoves and ranges, toys, games, wash- 
ing machines and wheel toys. 


GUTHRIE, OKLA.—The Martin Hard- 
ware Co., 106 W. Oklahoma Street, has 
taken over the stock and business of the 
Herman Hardware Co. The stock has 
been rearranged, and new show cases 
and shelving installed. Catalogs re- 
quested on barn yo mer bathroom 
fixtures, bicycles, builders’ hardware, 
building paper, churns, cream separa- 
tors, crockery and glassware, cutlery, 
dairy supplies, dynamite, electrical 
household specialties, flashlights, fish- 
ing tackle, garage hardware, guns and 
ammunition, heating stoves, incubators, 
lubricating oils, mechanics’ tools, 
paints, oils, varnishes and glass, phono- 
graphs, pumps, fefriger&tors, shelf 
hardware, silverware, sportingy’ goods, 
stoves and ranges, tin shop, toys and 
games, washing machines and wheel 
toys. 

LAVERNE, OKLA.—The Robertson 
Hardware Co. has succeeded to the 
business of S. E. Vice & Sons. 

Brappock, Pa.—The Noland Furni- 
ture Co., 908 Braddock Avenue, has 
bought the stock of A. J. Spigelmire & 
Co., and requests catalogs on automo- 
bile accessories, automobile’ tires, bi- 


cycles, crockery and glassware, cutlery, 
electrical household specialties, electri- 
cal ———s and equipment, furnaces, 
garage hardware, heating stoves, heavy 
hardware, kitchen cabinets, kitchen 
housefurnishings, linoleum and _ oil 
cloth, paints, oils, varnishes and glass, 
phonographs, refrigerators, sewing ma- 
chines, silverware, toys, games and 
washing machines. 


KELLOGG, MINN.—Howe Bros. have 
erected a new store building. They re- 
quest catalogs on the following lines: 
Automobile tires, belting and packing, 
cream separators, farm implements, 
gasoline, gasoline engines, lubricating 
oils, plumbing department, pumps and 
washing machines. 

GIBBON, NEB.—L. D. Leach has com- 
menced business here, handling auto- 
mobile accessories, automobile tires, 
belting and packing, farm implements, 
flashlights, gasoline engines, lubricat- 
ing oils and washing machines. Cata- 
logs requested. 

CARSON CiTy, NEv.—W. H. Sanford, 
owner of the stock of J. Saffell, re- 
quests catalogs on fishing tackle, guns, 
ammunition and sporting goods. 

JOHNSTOWN, N. Y.—Chas. P. Tyme- 
son has purchased the interest of his 
father in the McGuire-Tymeson Co. 


FINLEY, N. D.—The Finley Hard- 
ware Co., which has taken over the 
hardware stock of the Archer Supply 
Company, requests catalogs on the fol- 
lowing: Barn equipment, belting anu 
packing, bicycles, builders’ hardware, 
churns, cream separators, cutlery, elec- 
trical household specialties, flashlights, 
fishing tackle, gasoline, guns and am- 
munition, heating stoves, incubators, 
kitchen cabinets, linoleum and oil cloth, 
lubricating oils, mechanics’ tools, 
paints, oils, varnishes, phonographs, 
pumps, sewing machines, shelf hard- 
ware, silverware, stoves, ranges and 
washing machines. 

LANSFORD, N. D.—The O’Keeffe Im- 
plement Co. has been incorporated with 
a capital stock of $25,000 by John D. 
O’Keeffe and others. ' 


Fort LORAMIE, OHIO.—The Krampe 
Implement Co. has been incorporated 
as successor to Bernard Krampe. The 
capital stock is $50,000, and B. Krampe, 
R. E. Westfall, E. Krampe, R. A. Stock 
and R. L. Spencer are the incorpo- 
rators. The concern will carry a stock 
of the following, on which catalogs are 
requested: Automobile tires, belting 
and packing, cream separators, crock- 
ery and glassware, cutlery, dairy sup- 
plies, electrical household specialties, 
electrical “oe and equipment, farm 
implements, flashlights, furnaces, gaso- 
line, gasoline engines, harness, heating 
stoves, incubators, kitchen housefur- 
nishings, lubricating oils, paints, oils, 


varnishes ‘and glass, phonographs, poul- 


try supplies, prepared roofing, sewing 
machines, shelf hardware, silverware, 
stoves and ranges. 

MIDDLEPORT, OHIO.—The McMaster 
Hardware Co. has succeeded to the 
business of the Crary Hardware Co. 

ALLENTOWN, PA.—Coulter & Gard- 
ner have opened a store here, and re- 
quest catalogs on a line of tinware and 
stoves and heaters. 


CHAMBERSBURG, PA.—The 
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Peoples 


Supply Co,, Inc., has started in busi- 
ness here, carrying both a wholesale 
and retail stock. 

NEw HOLLAND, PA.—Davis Warfel 
has bought the Diller Hardware Co, 
stock, and will continue the business 
without any change in the name. 

BurKE, S. D.—Opocensky & Jones 
are the new owners of the Jordan 
Hardware Company stock, and request 
catalogs on a line of builders’ hard- 
ware. ; 

DE QUEEN, ARK.—The Hayes. 
McKean Hardware Co. has changed its 
name from the Hayes Hardware Co. 


Los ANGELES, CAL.—Shelton & Wise 
have commenced business at 310 South 
Spring Street, where a complete stock 
of the following is carried, on which 
catalogs are requested: Electrical 


household specialties, electrical supplies 
fishing 


and equipment, flashlights, 
tackle and ammunition. 


OAKDALE, CAL.—The Turner Hard- 
ware & Implement Co. of Oakdale, suc- 
cessor to Hughes Bros., has improved 
the interior of its store, and requests 
catalogs on the following: Automobile 
accessories, automobile tires, barn 
equipment, bathroom fixtures, belting 
and packing, builders’ hardware, build- 
ing paper, churns, cream separators, 
cutlery, dairy supplies, dynamite, elec- 
trical household specialties, farm im- 
plements, flashlights, fishing tackle, 
garage hardware, gasoline engines, 
guns and ammunition, heating stoves, 
heavy hardware, home barbers’ sup- 
plies, incubators, insecticides, kitchen 
housefurnishings, lubricating oils, me- 
chanics’ tools, paints, oils, varnishes 
and glass, prepared roofing, pumps, re- 
frigerators, shelf hardware, silverware, 
sporting goods and stoves and ranges. 


BLACKFOOT, IDAHO.—J. T. Vaught 
has disposed of his interest in the 
Blackfoot Hardware & Electric Co. to 
A. T. Springer. The firm name re 
mains unchanged, and catalogs are re- 
quested on Automobile accessories, 
bathroom fixtures, belting and packing, 
bicycles, builders’ hardware, building 
paper, churns, cream separators, crock- 
ery and glassware, cutlery, electrical 
household specialties, electrical sup- 
plies and equipment, flashlights, fishing 
tackle, gasoline, guns and ammunition, 
hammocks and tents, heating stoves, 
heavy hardware, home barbers’ sup- 
plies, kitchen housefurnishings, _lu- 
bricating oils, mechanics’ tools, paints, 
oils, varnishes and glass, poultry sup- 
plies, refrigerators, sewing machines, 
shelf hardware, silverware, sporting 
goods, stoves and ranges, toys an 
games, washing machines and wheel 
toys. 

BRIGHTON, JIowa—The W. B. 
Robison hardware store and the im- 
plement store of Floyd D. Robison have 
been consolidated under the firm name 
of Robison Brothers. They have 
moved to a new location and carry 4 
stock of hardware, implements and 
plumbing and heating materials. 

CeparR Rapips, Iowa—J. W. Al- 
bright, who has been established in 
business for the past 45 years has sol 
his stock and retired from business. 


OcpEN, Inu.—R. E. Cast has moved 
his stock from Allerton. 
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ing in the store, it would be easy to con- 

vince any woman of the quick-heating, 
smooth-working qualities of the Universal 
Iron. 
In the store, the Universal is but well de- 
signed, well finished metal—cold, inanimate, 
unresponsive. But in the home, on the 
ironing board, it quickens into life—a life 
of service. 
After all, the Universal isn’t metal; it isn’t 
theory; it isn’t what ingentiity designs and 
skill executes. The Universal Iron is 
Service itselfi—hot, dependable, continuous 
Service throughout years of ironing days. 
The Universal is the result of slighting nothing, taking 
nothing for granted, proving everything. Non-stop- 
ping satisfaction goes with every sale and a liberal 
profit to the dealer. 

Order from your Jobber. 
LANDERS, FRARY & CLARK 


New Britain, Conn. 
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TRAVELERS make money for the 
hardware man 


The busy hardware man who seeks to build a substantial tire business re- 
quires a tire that sells easily, stays sold and repeats, 


He cannot spend his time trying to push a hard-to-sell tire. Neither can 
he afford the unprofitable expenditure of time nor risk the danger of ill-feeling 
that frequent complaints and claims for adjustment cause. Without repeat 
sales, of course, his tire business will soon come to an end. 


TRAVELERS meet all his requirements 


Travelers sell easily, because customers can see and feel the Traveler’s 
points of superiority. The cross-section comparison illustrated below shows 


that. 

Travelers stay sold, because they make good on performance. 

Travelers repeat because they exceed expectations. They run far over the 
mileage guarantee of 6000 miles—7500 on Fords. 

Send for our proposition to dealers. If we are not already represented in 
your territory, you have a fine opportunity. 


The Traveler Rubber Co., of Bethlehem, U. S. A. 


Factory and Sales Headquarters: Bethlehem, Penna. 


TRAVELER Mike ORDINARY TIRE 
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In this publication each month 
we will present some new and 
vital facts pertaining to auto- 
mobile, truck, and tractor 
lubrication. 


We will show just what 
better lubrication will do to 
prolong the life and increase 
the efficient operation of a 
motor vehicle of any type. 


And we will show how 
this better lubrication can be 
secured.. 





OG Established 1827 








Joseph Dixon Crucible Company 









Manufacturers of Scientific Lubricants 










JOSEPH DIXON CRUCIBLE CO., Jersey City, N: J. 
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All Your Prospects Under One Cover 


Hardware Age Directory contains just the information you need to solve your mailing problems, 


With this Directory at hand you have under one cover, and ed arranged, all your 
prospects in the hardware field. The several lists are indicated above. 


In the case of the Retailer, it shows the population of the town and an approximation of each 
dealer’s annual sales. 


In the case of the Wholesaler, it shows eae secant territory covered, number of traveling 
men, and lines carried. 


These lists have been prepared with the utmost care, are complete, accurate, and give to * the 
hardware man the entire field covering his ‘product. 


You want your letters to get the proper start. This is just what Hardware Age Directory— 
1920-21 Edition will insure, Price ten dollars, postpaid. 


SEND FOR YOURS NOW. 
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